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Take 
Time 
to 

Read 


What are the smiliest 
smile goods in your 
store? The customer 
smiles as he pays for 
them, your cash reg- 
ister ding-a-lings a 
smile. Sell them with 
a smile, now, says 
Mabel. Page 79, this 
issue. 


© oO ® 


“Don’t kill your 
wife!” This is not a 
moral platitude, nor 
a legal warning. It’s 
a suggestion for a 
real show card, 
sprung by Lovinger 
—one of many good 
ones. Page, 83, this 
issue. 


©O® 


Santa Barbara comes 
into the lime-light 
this week with a 
bunch of Ott pic- 
tures. It’s a snappy, 
sales-inviting store— 
one of “America’s 
Finest.” Page 86, 
this issue. 
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Coming Next Week 


Play ball! Play marbles! Play doll! Play 
choo choo! Play! Play!! Play!!! Kid- 
dies! Red-haired kiddies! Tow-headed 
kiddies! Brown-eyed kiddies! There’s 
money in play and kiddies, for hardware 
men. Read about toys in next week’s issue, 
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Take 
Time 

to 
Grow 


“Ole Mac” comes 
back strong. He sells 
another razor to the 
youth who had but 
one—also to the 
wire-whiskered man 
who owns a dozen. 
This is real sales 
talk. Page 88, this 
issue. 


©¢® 


It’s sales convention 
time. The days when 
the boys from the 
road gather ‘round 
to learn things bring 
increased pep and 
preparation for more 
service to dealers. 
Page 97, this issue. 


©O® 


Here’s a great big 
American problem — 
solved. We've seen 
or read about the 
thing. We all have 
our own ideas about 
what’s what. What 
do you think of R. F. 
Soule’s solution, 
page 99? 
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“We're in 
For a 
Stormy 


Season” 


exclaimed the Hard- 


ware dealer. “I’m in 


for a pair of 


Nationa 


“I saw them advertised and thought I’d try 
them,” said the barn owner. 

“You’re in the right store—we sell more 
Nationals than any other barn door hangers,” 
remarked the merchant. 

“What—my hanger all wrapped so quick- 
ly yaad 

“Sure, the National people are on the job, 
they pack their door hangers in handy 
boxes.” 

“But, just a moment, I need some bolts 
and lag-screws to put them up, and I want 
some end-stops for the Rail you sold me.” 

“You'll find them all there right in the box, 
sir; everything complete, all ready to install 
the hangers.” 

“Would you mind telling me how these 
hangers should be attached ?” 


Storm 
Proof 








(Patented April 24, 1906) 
(Patented September 24, 1912) 


Door Hangers 


“The National people have made that easy, 
too; they pack a set of illustrated directions 
with each pair of hangers. These directions 
tell you how to attach both Hangers and Rail 
and are so plain that most customers put 
them up themselves.” 


“Those National people hit it right—they 
know how hard it is to get a carpenter now- 
a-days.” 

“Well, good day; hope you’re pleased with 
the National; if not satisfactory in every 
way bring them back and get your money— 
the National people want everyone satisfied.” 


When you’re ready to handle this kind of 
Barn Door Hangers, Mr. Dealer, we’re ready 
to supply you direct from headquarters and 
promptly. 


Send for Catalogue and Discounts 
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Making Money Out of Smiles 








The vacation 
smile that makes 
sporting goods 
move like hot 
cakes— 
Posed by 
Douglas 
Fairbanks 
















“Doug” Fairbanks’ Smile Is Worth a Million; 

How Much Is Yours Worth? How to Recog- 

nize the Pre-vacation Smile and How to Turn It 

into Hardware Dollars—Late Summer Profits in 
Sporting Goods 








By MABEL HENNESSY 
Advertising Manager, Bunting Hardware Co., 
Kansas City, Mo. 


Doug Fairbanks knows it. We'll all pay a 

quarter any time just for a glimpse of his joy 
product. The hardware salesman who demonstrates 
the capacity of a duffle bag with a smile doubles 
the joy of anticipation for the camper. The cus- 
tomer who fingers a reel with a smile is a self-sold 
buyer before he enters your store. 

That’s why sporting goods pay, and pay big— 
they are smile goods. 

With the call of the wild bellowing into his ears, 
with the scent of the big pines in his nostrils, with 
a real vacation just over the horizon, no man ever 
harbored even a baby grouch. He may snarl a bit 
as he pays three dollars for a carpet sweeper, but 
watch him beam as he slips you a twenty for a split 
bamboo rod. 

Camping time is smiling time—and camping time 
is here. So let’s cash in on smiles for a while. 


S dou. are worth a lot of money to any man. 
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The vacations causing the keenest anticipation, 
the most smiles, and the most careful preparation 
are usually enjoyed during the months of August, 
September and October. These are the months for 
camping, motoring, hunting and fishing. 

The first of spring and summer finds the sporting 
goods department thronged with young enthusiasts, 
school youths and Boy Scouts searching for mer- 
chandise for home sports. But the older man real- 
izes that his dream of an ideal vacation can be bet- 
ter fulfilled in the late summer and fall of the year. 
This man is always a liberal spender. He will buy 
anything that will make his play day more enjoyable, 
and he always buys with a smile. 

The outing that never misses fire with the “tired 
business man” is the so-called “roughing it”—long 
motor trips, the procuring of meals independent of 
hotels—tramping, each sharing in the work of 
housing and cooking. The average man knows from 
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experience that no exercise will recreate so com- 
pletely as the activity of close communion with 
mother nature in living in the great out of doors. 


Requirements of the Smiling Outer 
HE actual sacrifice of’ modern conveniences is 
necessary. This outdoor life demands camp- 
fires, amateur cooking, sleeping out under the stars 
with only a pup tent for protection. 

So these late summer sportsmen, tourists and mo- 
torists buy equipment that will stand up under hard 
usage. Suggestions will be appreciated that will 
tend to make their trip more pleasant. The public 
cannot be expected to know of all merchandise and 
inventions that are on the market solely for the 
benefit of the vacationist. The merchant will find 
it profitable to keep at his finger-tips the kind of 
merchandise that is adapted to various sports, and 
inform his customers what a certain article will do, 
how much pleasure it will give. The customer will 
appreciate it. 

The automobile accessory department can reap a 
whirlwind business in getting to the camping mo- 
torist. For the long or short tour the kit must be 
filled with everything that will avoid delay caused 
by a possible accident. The lack of a jack or an 
extra inner tube may destroy the pleasure of the 
entire trip. This man’s attention should also be 
called to such items as refrigerator baskets, auto 
hammocks in case the children go along, vacuum bot- 
tles, carafes and food thermos jars; in fact, to 
every little detail that will add to pleasure and 
convenience on the outing. 


Suggest Them with a Smile 


lyon smiling prospective camper will delight in 
investigating the merits of camp stoves, furni- 
ture that can be compactly carried and packed, 
cots, chairs. He will be interested in such games as 
can be indulged in near the camp— in cards, cameras, 
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Varied small sporting goods window trim that sold a lot 
of goods to smilers for Fowler & Sellers Co., White 
Plains, N. Y. 


bathing togs, insect killers or preventives, axes 
and hatchets. If you explain that aluminum dishes 
will not rust, are most easily cleaned, lighter, 
and more sanitary for use when it is difficult to 
obtain hot water, you will find that special aluminum 
camp dishes will be in demand. 

Fishing and hunting trips generally require va- 
ried equipment, and this business means ig profits 
and rapid turnover; that is, if the merchant prac- 
tises suggestive selling. In addition to rods, flies, 
bait, reels, and minnow buckets, you can call atten- 
tion to your fine line of sweaters, jerseys, leggings 
«nd boots. No fishing trip can be successful with- 
out a large knife and flashlight, in -ddition to 


The photographer did not do justice to this sporting goods window of the Bunting Hard- 

ware Co., Kansas City, Mo. Note that the trimmer even sought to cash in on the smile 

of the stay-at-home vacationist by showing a croquet set—The swimming scene back- 
ground is painted on canvas 
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many of the articles that would be taken along on 
the average camping trip, such as camp stoves and 
dishes. 

The hunter needs something new for every trip, 
if it is no more than ammunition and a warmer 
sweater or coat. 

Lining Them Up 
| ptartinagd men and their families usually give 
notice through the news columns or society notes 
of their contemplated journey, and always give the 
destination. This affords a big opportunity to call 
to their attention the attractiveness of your stock 
and to mention a few specific items that cannot fail 
to appeal for their particular trip. 

From August until late in October one window 
should be devoted to sporting goods that will attract 
this business. It should even inspire the passerby to 
think about some kind of a trip that would require 
the merchandise displayed. 

The Bunting window illustrated herewith was 
left in two weeks, and attracted attention of sports- 
men from all parts of the city. One of the newspa- 
pers gave a short notice as to the completeness of 


Miss Hennessy has found that sporting goods ads 

pay best when placed on the sporting pages of 

daily papers—Note the small portable vacation 

refrigerator included in this ad built to appeal to 
the August smilers 








We have complete lines of e 

to make camp life comfortable and more 

ae / enjoyable—camp aluminum dishes, camp 
. stoves, cots, hammocks, refrigerator 

ohaskets, ;thermos bottles, cutlery— everything! 


Enthusiastic fishermen will find our tackle a pleasure—reels, rods, 
minnow buckets, bait, flys—equipment to assure a successful trip. 


Bathing Togs 
Bathing suits for men, women and children, including caps, skull 
.or diving caps, wings, hosiery and bags. Saturday Special $4.50 
bathing suits for $3.39. 
Tennis 
Tennis rackets, nets, pants, shirts and hats. Special for Saturday 
55c temnie balla for 45c. 4 


Fiber Refrigerators, $6.50 
Extra Special This Week Only. 


H All white and light finish oak Refrigera- 
} tors—just the thing for small apartments 
¥ and kitchenettes—heavy insulated and hold 
just 10 pounds of ice—$12 and 

@ $13 value—while they last..... $6.50 

















the display. On the floor was six square feet of 
ordinary moss, which was an inexpensive purchase. 
In the window three or four dozen different items 
were placed, one of each, so it did not appear over- 
crowded. A price tag gave the full information. 

A painted background of a bathing beach added 





August is the month when August and September 

vacationists smile at the fellows whose outings are 

mere memories—A window like this, arranged by 

W. J. Vierck & Son, Rockford, Ill., will appeal to both 

those who look forward and those who look backward 
at their outing 


much to the display. Some twigs were arranged 
over an electric light bulb which gave us a realistic 
campfire. This one window sold hundreds of dollars’ 
worth of goods and created a big demand for cots, 
hammocks, stoves, and comfort razor kits. 

Some dealers, in arranging merchandise in the 
store, find it difficult to get the kindred lines close 
enough together so that one item will suggest an- 
other. This window did that in a very superior way, 
as the merchandise was gathered from a possible five 
or six counters in the store. 

We find that advertising outing goods in a small 
space on the sporting goods page is more profitable 
than including them with the regular ad on other ° 
pages in the newspaper. 

Hundreds of thousands of folks are smiling to- 
day as they anticipate their big annual outing. 
Greet them with your best smile and you’ll find 
that “Making Money Out of Smiles” is easy. 














British Buyer on Cutlery Conditions 


W. H. Fagan Believes English Em- 
bargo Will Be Lifted—Views on Situ- 
ation Confronting European Industry 


can hardware, who is at present visiting this 

country on business, declares that ‘“Ameri- 
can cutlery has improved to an astonishing extent 
during the past few years,” and that “American 
shears and edge tools in some respects surpass any- 
thing of the kind ever made in Europe.” And he 
backs up his statements by placing large orders here 
with American firms, isn’t it about time that we 
give credit where credit is due, and throw off for 
all time the foolish traditions of yesteryear about 
the advantages of foreign cutlery? 

W. H. Fagan of W. H. Fagan & Son, one of the 
largest of the many wholesale hardware firms and 
importing houses in England, recently granted me 
an interview and discussed some of the conditions 
and possibilities of the English cutlery situation for 
the benefit of HARDWARE AGE readers. 


W one of the largest importers of Ameri- 


English Cutlery Industry Disorganized 


Tse English cutlery industry is in a very disor- 
ganized condition, Mr. Fagan says, due, of 
course, to the war, which practically suspended cut- 
lery manufacture in England, except in a limited 
way prescribed by government requirements. A 
great many factories stopped making cutlery alto- 
gether and devoted all of their facilities to the 
manufacture of munitions. Of course, the shops and 
buildings are intact and in good condition, and the 
question of replacing machinery needed for cutlery 
manufacture is a relatively simple matter. 

The greatest obstacle confronting English cutlery 
manufacturers, Mr. Fagan declares, is the very crit- 
ical labor conditions that prevail in practically every 
manufacturing industry throughout the British 
Isles. The. labor problems of England, he thinks, 
are even more serious and vexing than any Ameri- 
can manufacturers have to deal with. 


English Labor Conditions Serious 


i order to appreciate a part of the gravity of 
the English labor situation it is necessary to re- 
member that there is a shortage of skilled workers 
due to the heavy losses England suffered during the 
war. Asa result of this the English cutlery indus- 
try has almost to be born anew. The condition is 
also further aggravated by the high cost of living 
and the insatiable demands British labor is continu- 
ally making. 


English Cutlery Embargo to Be Lifted 


Ts need of cutlery in England, in Mr. Fagan’s 
opinion, is very great; and because Sheffield will 
not be able to adequately supply the demand the 
Government has been advised to lift the embargo on 
imported cutlery. If this embargo is lifted it will 
probably become effective in September. However, 
a certain amount of shipments can be handled 
through Canada. English manufacturers would, of 
course, naturally prefer having the embargo remain 
on the statute books for some time to come. 

The unprecedented depreciation of the English 
pound Mr. Fagan lamented, and sees in it a very 
serious obstacle to British trade with this country. 
However, on the other hand he recognizes that it is 
only natural that the pound should lose some of its 


€2 





This English buyer of cutlery 
says that the improvement 
made in the quality of Ameri- 
can cutlery in four years is 
almost incredible 











buying value here in view of the fact that the pro- 
ductivity of England has been greatly reduced by 
five years of war. 

“The productivity of America,” he declared, “is 
simply amazing. It is the productiveness of a na- 
tion that constitutes its wealth and not merely its 
gold. I was especially surprised to learn of the 
large number of manufacturing plants that have 
sprung up in all parts of America during the com- 
paratively short time you were at war. I talked 
with a man recently who has an enterprising cutlery 
factory in Kansas.” 


Big Improvement in American Cutlery 


ReCAvee of the large orders for cutlery Mr. 

Fagan is placing in this country he has exam- 
ined closely samples of the leading cutlery firms in 
the East. He said that American cutlery has im- 
proved in quality to an almost incredible extent dur- 
ing the past five years. He later qualified that 
statement somewhat by saying that America excels 
more in the heavier articles of cutlery, particularly 
in shears and edge tools. He is of the opinion that 
American manufacturers have still something to 
learn before they produce fancy scissors, and par- 
ticularly special pen and carving knives that equal 
in quality and workmanship the kind that once made 
Sheffield famous. 

Regarding cutlery conditions in Germany, Mr. 
Fagan has some interesting news. Prior to the war 
his firm was interested in a cutlery factory at 
Solingen, and since the first of the year he has been 
in communication with that factory. 

He has been informed that this German factory 
has received, since the armistice, large orders from 
the United States, France, Belgium and South 
America but none from any British possession. As 
yet no German goods are allowed to enter British 
ports. From what he is able to learn he believes 
that the larger German cutlery firms have enough 
goods on hand to supply limited orders for a while. 
He believes, in fact, that they have enough to use 
for the purpose of building and intriguing for future 
trade, as was pointed out in an editorial in HARD- 
WARE AGE on July 17 last. 

The general hardware trade in England is boom- 
ing, according to Mr. Fagan, although jobbers ex- 
perience great difficulty getting enough merchandise 
to meet the demands of the retail trade. England 
will have to depend on the United States for some 
time to come for most of her hardware supply, 
especially in heavy hardware stocks. 

Mr. Fagan will probably return to England about 
the middle of August. America’s prosperity and 
general business activity, he says, is indicated very 
clearly by the fact that he cannot get deliveries on 
goods he has ordered for at least six to eight weeks. 
Factories everywhere are working at capacity pro- 
duction, and it is a good omen for the future. 
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Show Card Writing for the Beginner 


By WILLIAM J. LOVINGER 











‘*Practise Work for 
Makes ss as —_ Speed 
Perfect”’ YWY¥ ‘BC DEG . as Well 
Must be 7 a - > as 
the gary az Perfection— 
Motto of Mi NO SG }|: ¥ How to Use 
the Show \ A Lettering 
Card Plate S Pens— 
Writer Erasing 





HE saying that “practise makes perfect” 
T holds good in any profession that you may 

want to master. If success in your profes- 
sion depends on your ability to turn out attractive 
show cards practise is indispensable. All the in- 
structions, hints and charts, whether supplied in 
these articles or elsewhere, or even personal in- 
struction, will avail you nothing unless you prac- 
tise, PRACTISE and then keep on practising. 
These articles are designed to help the man who 
will take the trouble and time to do that. 

The alphabet shown in the July 3 issue of HARD- 
WARE AGE is fundamental for the beginner. You 
must master it first because it combines attrac- 
tiveness, legibility and speed, the three require- 
ments of a successful show card. For that rea- 
son it is the alphabet most favored by professional 
card writers. 

The letters of this alphabet are made in “one 
stroke.” This, however, should not be taken to 
mean that it is made with one continuous stroke 
of the brush until the letter is completed, but that 
both the tin and thick parts of the letter are made 
with one stroke, instead of being first outlined 
with the brush. 


A pair of “quarter sheets” 














. 2 8 at MEN ’ bar ah 
wits | 7 Ney 
pe gt i fee yen 
" 

| : 

‘3 

? | | | 5 
sd | y 
4 z 


| for results in-your 
: — Use the = 
AULL-EASL 


- ie i table-— 
Garden Cultivators 
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Practice on These Twelve Letters 


TUDY Plate 5 shown herewith. It shows the 
different strokes necessary to form all the let- 

ters of the Roman alphabet, in the order made and 
the direction taken. After the shape of the let- 
ters is completed they are finished off by putting 
on the “spurs.” 

Learn how to make these twelve letters. When 
you can do these well the remaining letters should 
be easy, as all the strokes taken to form the other 
letters are included in these. 

If your hand is shaky with the brush practice 
making vertical, horizontal and half round strokes 
before making the letters and keep on practising 
until your hand gets steady. Go at it boldly, with 
a free, easy arm movement and don’t mind it if 
the brush doesn’t make the exact shape that you 
wanted it to make, but keep it up until it does. 
When your strokes show signs of improvement 
form the complete letters, without the spurs as 
shown. When this proves satisfactory, make all 
the letters and numerals with the spurs on. 

With a little painstaking practise you should 
note a marked improvement with every succeed- 


enlivened by illustrations cut from ads 


DONT KILL 
YOUR WIFE |. 


let the cad 


LAL SNE ARATE RI ON 


a oan 





: “DOUBLE TUS WASHER: } 
do -vour Dirty Work’ 


Mss. ny 





‘gh eat a 
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ing alphabet that you make. Keep at it until you 
are satisfied with the results, that the strokes are 
firm, and that the letters are correctly formed 
and legible. When you get this far these sugges- 
tions will be worth your attention. 

If you write a very poor hand don’t let that fact 
stop you from learning to make show cards. In- 
deed, it is surprising how many of the best card 
writers cannot seem to form legible letters when 
it comes to ordinary handwriting. 


Practice for Speed 


Sow card lettering should always be done with 
an eye to speed as well as attractiveness and 
cumbersome rules and regulations about spacing, 
size of letters, etc., cause more confusion than 
good. However, bear in mind that not all the let- 
ters are the same width. The proper width of the 
letters may be grouped in the following order: 


FHJLNPSTUVZ 
ABCDGKOQRZY 
M W 
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are alike. If they look alike to the eye it is all 
that is desired. 

The spacing between the letters should not be 
alike in all cases. More space should be allowed 
between “square” letters, as between the H and 
N, than between round letters like O and C. If 
the letters Y V W X should come together leave 
very little space between them. If any of these 
letters be next to the A a much bigger space 
should be allowed. 

If you find that your letters have a tendency to 
slant to one side when you want them to appear 
upright try the next time to deliberately slant your 
letters a trifle in the opposite direction. Do this 
especially in practise and in a short time you 
should overcome this difficulty. 


The Use of Lettering Pens 


ETTERING done by stub pens, called the 
“Soennecken” pens, made for show card work, 
are indispensable for smaller lettering, price 
tickets, bin tickets and show cards containing 
much lettering. Small letters are made much 


Study the ads to find illustrations for your show cards 






\ Electric 


EA RE 


leaners 











the — 
ORK” 


iat of —— 


HOUSEWORK 


il 
igre ; 
abcdeghknopqsuvzyx 


wm 

These letters are grouped to be an aid in spacing. 
It is not necessary to measure the relative 
widths of the letters to see whether or not they 


more neatly and quickly with these pens than with 
the brush. The beginner especially will feel more 
at home with the pen. These pens come in % 
sizes from No. 1 to No. 6. Number 1 is the largest 
and will form a well proportioned letter about an 
inch high. 

Different sized pens must be used for different 
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A Complete 


IX ousitsene 
Foy aa 


SIMONDS: 


HACK SAWS 





The simplest card becomes attractive when enlivened with advertising illustrations pasted on it 


sized letters as the full width of the pens must be 
used for the wide strokes. Don’t try to make, say, 
a No. 3 pen do as heavy strokes as a No. 1 pen. 

Hold these pens as you hold any pen with the 
full width of it always down. Don’t try to out- 
line letters with these pens as they are only suited 
for one stroke lettering. Dilute your color about 
one-sixth with water. This will make it too thin 
for the brush work so it is advisable to have sep- 
arate cups or bottles for pen and brush work. 

Before using the pen, a trifle of its hardness 
must be removed and, though it is a very simple 
process, it must be observed otherwise the pen 
will be too hard to work right. Place your pen 
in the holder, light a match and place the pen 
well in the flame, allow it to burn a few seconds 
then dip into water. 


Methods of Erasing 


IF an error, such as one in spelling, is made, or 


if paint spots get on the cards, if the space 
affected is not too large the defect may be erased 
on a dull-finished card by taking a sharp knife 
or safety razor blade and carefully scraping off 
the error. Remove a little at a time, keeping above 
the surface of the card. Then rub smooth with 
artgum. 

However, if the error is made on a glossy card, 
it is a bit more difficult to remove. Scrape off 
very lightly, then the space erased should be gone 
over with water color to match the surface of 
the card as nearly as possible, then re-letter. Need 
less to say care should be exercised to eliminate 
mistakes as much as is humanly possible. 

For removing pencil lines or dirt, rub off the 
card with artgum (a kind of soft rubber carried 
by most stationers.) A feather duster should be 
used in cleaning off dust and particles of artgum 
which are left on the card. 

If you wish to avoid the trouble of rubbing off 
pencil lines on a card mark out your lines and let- 


ters with charcoal, or on a dark card use chalk. 
Then these marks can be wiped off with a piece 
of chamois. 

EDITOR’S NOTE.—The next article of this 
series will tell you how to put your knowledge of 
show card lettering into practical use in YOUR 
store and will contain some worth while sugges- 
tions along that line. 


Coming Conventions 


TENNESSEE RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Chattanooga, Aug. 5, 6, 7, 1919. 
Walter Harlan, secretary, 1426 Candler Building, 
Atlanta, Ga. 

NATIONAL HARDWARE ASSOCIATION AND AMERICAN 
HARDWARE MANUFACTURERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., Oct. 15, 16, 17, 1919. Headquar- 
ters, Marlborough-Blenheim. T. James Fernley, secre- 
tary, National Hardware Association, 505 Arch Street, 
Philadelphia, Pa. F. D. Mitchell, secretary, American 
Hardware Manufacturers’ Association, Woolworth 
Building, New York City. 

AUTOMOBILE ACCESSORIES BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, Hotel Sherman, 
Chicago, Ill., Dec. 8 and 9, 1919. A. H. Nichols, chair- 
man, Detroit, Mich. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Oklahoma City, Dec. 9, 
10, 11, 1919. W. B. Porch, secretary-treasurer, Okla- 
homa City. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 4, 5, 6, 1920. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 

NEw YorK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 
20, 1920. Headquarters, Onondaga Hotel. Exhibition, 
State Armory, Jefferson Street. John B. Foley, secre- 
tary, 607 City Bank Building, Syracuse. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, St. Paul Auditorium, St. Paul, Minn., Feb. 17, 
18, 19, 20, 1920. H. O. Roberts, 1030 Metropolitan Life 
Building, Minneapolis, Minn. 








What the Camera Saw in the 


“HRinest Hardware Store in America” 


DITOR’S NOTE.—“The Man Behind The Counter’ has sent in the 
following photographs, taken in the store of the Ott Hardware Com- 
pany, Santa Barbara, California, with this message: 

“No wonder HARDWARE AGE dares not undertake to answer the query 
‘Where is the finest hardware store in America?’ I can remember when 
I used to count the really top notch stores on the fingers of one hand, but 
that was before I began my circle tour of the Western States. Now I 
haven’t fingers enough to make even a decent start. 

“I feel sure that this store deserves a place in the original ‘twelve best 
hardware stores in America,’ but I am inclined to raise the ‘ante.’ It is no 
longer a case of a dozen, but rather of dozens. Send in your photographs, 


boys, and back me up in my assertion. 
“THE MAN BEHIND THE COUNTER.” 
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Cutlery Sales Secrets from Ole Mac 


You've Got to Catch Suckers When They’re Running—How to Sell the 
Man with a Dozen Razors Another Shaver, Also the Youngster 
with a Single Safety—Getting Them to Come Back—It 
~~ to ented Fighting— Realism in the Window 


By CHARLES DOWNES 








Swinging panel door cutlery display and bracket system of scissor display in 
store of H. W. Rohlfs & Son, Brooklyn, N. Y. At right note kitchen cutlery 
shown in panel beneath carving set show case 


LE MAC is a friend of mine. He has lots of 
() common sense, but he’s peculiar. He hates 
personal publicity. Yet I take the liberty of 
introducing him again on the belief that he will 
“nay his way” with a few ideas and selling tips, 
which at rare times drop from him like ink from 
a fountain pen. As I said it’s hard to get him 
to talk—he “would rather be hanged than talk 
for publication.” So for obvious reasons his full 
name can not be given. These opinions of his 
were gathered from time to time, unknown to him. 
“A real salesman,” Mac declares, “can be told 
not by his gift of gab, but first of all by his 
natural born ability to find some uncommon fea- 
ture about a piece of merchandise. I’ve seen so 
many clerks” he often remarks, “who regard the 
job behind the counter as a simple give and take 
proposition. They assume that a customer comes 
into a store with a definite idea of what he wants. 
So they think all they have to do is to hand him 
his package and take his coin. That’s why some 
dealers I know are losing out and wondering why. 


“Got to Catch Suckers When They’re Runnin’ ” 


6¢ AS an old fisherman I know remarked, ‘you’ve 

got to catch suckers when they’re runnin’.’ 
And when a person enters a hardware store you’ve 
got more things to sell him, that he actually needs, 
than anybody else in the world. But you’ve got 
to convince him with persuasion and patience 
and the real goods. 

“The main thing is to have a talking point to 
begin with. Like the other day a fellow came in 
here and wanted to know if we honed razors. We 
don’t, but I told him yes we’d take care of it for 
him. I told him it would probably take a day or 
so and asked him how many razors he. had at 
home. Well he was young but not vain and ad- 
mitted he didn’t have any others. So I asked him 
to look over those new razors I got in last week, 
simply to get his opinion. 
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“At the same time I suggested the advisability 
of having an extra razor in case of an emergency. 


Talking Razors 


6s JE looked them over and all the while I was 

talking selling points about the advantages 
of a rounded back, and about why I offered him a 
razor with a three quarters ccneave grind instead 
of a full concave because the latter is designed 
especially for barber trade, while a three quarters 
concave is for the man who shaves himself. A 
barber can watch the angle at which he is hold- 
ing the blade better than a fellow shaving him- 
self. Consequently a full concave cuts closer but 
is more dangerous unless handled very carefully 
and skillfully. It won. The young fellow bought 
a four-dollar razor which cost me two-fifty thus 
netting me a dollar-fifty. 

“That may. seem small in itself, but, believe me, 
when you do pretty nearly the same thing with 
almost every item you carry it shows surprising 
results. 

“If that young fellow had had a hundred razors 
home I’d have made an attempt to sell him one 
just the same. As a matter of fact I’ve sold razors 
to men after they had declared they possessed 
more razors than they knew what to do with. 
They are the easier to sell in the long run. Some- 
body must have sold them the razors they claim 
to have, either a dealer, or a good show case, or 
else they belong to the clan that sell themselves. 


The More They Have the More They Want 


¢TF a man admits he owns several razors I tell 

him something to the effect that I’ve just got 
in a new stock and would like to get his opinion 
about their merits. A man who owns more than 
two razors usually considers himself a judge of a 
good razor. Asking his opinion is a generous but 
harmless sort of flattery, and tickles the best of 
’em at times. If I once get him over to the counter 
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talking razors the rest is comparatively easy. Let 
him lead with an opinion and he advertises his 
knowledge or his ignorance on the spot, and then 
nine times out of ten I can show him some new 
point he didn’t know, and then with a touch of 
the persuasion that made O. Henry’s “Gentle 
Grafter” famous I land my fish and make a sale. 

“Of course cutlery has the advantage of being 
a good ‘talking stock’ if a salesman knows his 
business. 

“Speaking of that reminds me. 

“A fellow came in here a while ago for a pair 
of barber shears. Well, we got talking, as folks 
will, you know, and I didn’t have much trouble 
getting him to confess that he and the striped pole 
were on pretty friendly terms. So I pulled the 
old stuff with variations and got him to look at 
some hair clippers just to get an expert opinion 
about their value ’n-so-forth, and he took two at 
$4.50 each. So while I had him there we got talk- 
ing about razors. He said he wouldn’t use any- 
thing but a German razor and so of course that 
made me all the more anxious to get him to buy 
one made in the old U.S. A. 

“Well the long and short of it was after much 
talk pro and con I persuaded him to take one on 
approval. I knew if he once used it he would be 
more than satisfied because it was designed es- 
pecially for barber use. I told him I would lend 
it to him as an experiment so that we could both 
learn on a fair trial whether it was what it was 
supposed to be or not. His money, I said, would 
simply be regarded as a deposit for the safe re- 
turn of the razor and as a sign of good faith, etc. 
He was a good sport so he took it. 


Getting Them to Come Back 

COUPLE of weeks later he came back and 

declared the razor was A-l, and had made 
a good enough reputation to make it worth buy- 
ing a couple more. You know a barber’s razor 
does more shaving in a week than a personal razor 
does in a couple of months. The best razor made 
naturally loses some of its pep after a while. 
The German razors that fellow had were about 
ready for the discard, but he didn’t realize it un- 
til he started using a brand new razor. Luckily 
it was an American. So you see even we fellows 
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-behind the counter can put one over on Old Man 


Prejudice once in a while. 

“Do you know the trouble with a lot of hard- 
ware dealers, especially in large cities?” Ole Mac 
asked me once. 

I ventured a few suggestions and finally hit on 
the original idea that too many follow the course 
of least resistance. 

Fighting Pays 

UAELL that’s half right,” Mac generously re- 

marked. “How did you ever guess it? But 
the real trouble with most of the fellows in this 
game,” he asserted, “is that they’re not fighters. 
They admit they’re licked before they get their 
hands up. Lots of them can’t see any personal 
application in the Salvation Army slogan—‘A Man 
May Be Down But He’s Never Out.’ They put 
that sign up in their windows last spring but did 
they put cutlery in at the same time? Not so 
you’d notice it. They complain that they can’t 
compete in cutlery sales against the big depart- 
ment stores. 

“Yet right in New York City I’ve seen stores 
where they didn’t sell another blasted thing but 
cutlery. And look at the drug and cigar stores 
that sell cutlery and put it in the front part of 
their windows too. 

“Of course they can’t compete if they won’t get 
in the ring. I’ll admit there are some localities 
where cutlery might not pay as much as it does 
in other places. But they’re few and far between, 
especially when drug stores go after it. 


Suggestion to Manufacturers 


A that reminds me of another thing. I read 
the other day about cutlery manufacturers 
having so much trouble getting skilled grinders, 
and also reliable men, for inspection work. A fel- 
low that sells cutlery in New York told me a few 
days ago that there are lots of men down on the 
East Side in New York who are expert grinders 
and who could tell more about a knife blindfolded 
than some factory superintendents could after us- 
ing both eyes, two hands and a whole trained 
brain. 
“He says if some of those East Side grinders 


Ideal arrangement of kitchen cutlery displayed on panels. Note how the panels, some 
12 in. by 20 in. and others 20 in. by 24 in., can be grouped 
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were given jobs in a few of the factories in this . 


country it would be an unmitigated blessing for 
the American cutlery industry, to say nothing 
about the blessing it would be to the grinders.” 


Putting Realism in the Window 


LE MAC could hardly be accused of being ar- 

tistic but he has a certain knack of display- 
ing his goods simply and effectively. He believes 
in color and realism. 

“An empty window,” Mac says, “doesn’t attract 
any more notice than a blank piece of paper. But 
put some bright color in it or something that 
sparkles and people all look your way. 

“The principal thing that you want to display 
isn’t as effective right down in the very front of 
the window as it is a little more in the center. If 
it’s in the front people have to look down too much 
and when they’re passing their glance falls usual- 
ly around the middle of the window. You’ll notice 
that yourself when you look in a store window 
casually while passing by. 

“Some goods are more suitable in the back part 
of the window, but don’t put some big conspicuous 
article in the back and expect people to notice a 
small pair of fancy scissors down in the front. 

“Color of some kind puts life in a window. Why, 
I’ve seen an undertaker’s window made attractive 
by removing the black coffin and putting in a 
couple of bright red geraniums. It was a change. 









Beautiful display. of 
pocket knives mount- 
ed on plush-covered 
boards 21 in. by 7316 
in. Note the price 
ticket with each knife 
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Hardware Age 


It probably didn’t bring him any customers but 
I’d bet if somebody died suddenly and it were 
up to you to call in a man of that profession you’d 
remember the red geraniums. 

“If you can display stock and at the same time 
show how and why it is used you have one of the 
best forms of display I know of. Show folks the 
how and the why of a thing and you’ve gone half 
way. If you want to sell a bread knife you'll at- 
tract more attention if you put a loaf of bread 
on a pedestal, cut a few thin slices and then leave 
the knife in the position of ‘work well done’ rather 
than putting the knife out alone in the window. 
Bread in a hardware window is unusual, it arouses 
curiosity. Then have a neat card and the knife 
to do the explanation. 

“That’s what I call realism. And the more 
realism of that kind you use the more attention 
you'll get and the more business you'll do. 


Foolish Discouragement 


DON’T see why some dealers get discouraged 

because a display doesn’t get quick results. 
Quick results are obtained by volcanoes, and earth- 
quakes and six-shooters. Retail displays are sel- 
dom spectacular. Their aim, as I see it, is in the 
cumulative effect. Constant drops of water wear 
away a stone and repeated but variated displays 
of any particular kind of merchandise is bound 
to get its full share of attention.” 


oe é 
These boards can be 
placed ina show case 
or arranged to fit any 
wall case space that 
may be available 
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Orange Groves and Deserts 


The Man Behind the Counter 
Sees the Adam and Eve of the 
Orange Family—Signs that Sell 
Goods in Riverside—How 
Weegar Moves Accessories 


By LLEw S. SOULE 
The Man Behind the Counter 


comes to deserts. The old Sahara may cover a 

few more acres, but it can’t produce a pound 
more sand to the acre or a single degree more heat. I 
can sympathize more intelligently with the Arab 
to-day than ever before, but I am reserving a lot 
of my sympathy for the stray Mexican and the occa- 
sional white man who wanders into the desert that 
lies between San Bernandino and Provo. They 
haven’t even a camel to speed up their journey over 
the sand, cactus and alkali. Their only shade is that 
of a stunted Yuca Palm, and water is as scarce 
as the proverbial hens’ teeth. The torrid winds 
turn their skins to leather and the constant heat 
makes dried fruit of their Adam’s Apples. 

Also, I am here to tell you that the summer 
traveler over the Los Angeles & Salt Lake Railroad 
is a martyr to his convictions, once. He never goes 
over that iron trail the second time in the months 
of sunshine. The porter on that road earns his tip 
and the train crews deserve pensions on full pay. 
When the train reaches Las Vegas, the passengers 
mob the ice carts. They actually eat more ice than 
goes into the train coolers, and they consume tons 
of ice cream cones at 10 cents per cone. 

If it were not for an inbred love of life, I’d throw 
up my editorial aspirations and embark in the ice 
cream business at Las Vegas. From a cash stand- 
point it has the hardware business backed off the 
boards. But—thank Heaven, there is a reward on 
either side of the desert for the fellow with nerve 
enough to cross it, so we will just forget the heat 
and the sand and talk about something pleasant. 


A FRICA has nothing on California when it 


A Hardware Missionary in a Town of Missions 


IVERSIDE, CAL., is a city of missions, and it 

bears up well under the strain. To begin with, 
it has a Mission Hotel which is as far above the 
ordinary hostelry as Marshall Field’s store is above 
a peanut stand. It is built for comfort rather than 
speed, with a cool, dark welcome for the desert 
guest. Within its rambling walls it harbors more 
mission bells than all the rest of California com- 
bined. The rooms are fashioned after the cells of 
the monks, but they house modern baths and 1919 
furniture. There are rooms full of old mission 
curios and a chapel which takes you back to the 
Dark Ages. You dine in an open court with fruit- 
laden orange trees leaning over your table, and after 
your meal they lead you out to gaze on the original 
parent orange tree—the Adam or Eve of the orang: 
family. : 

This isn’t a boost for the hotel. I am merely 
paving the way for a description of the town, be- 
cause the town has picked up a lot of good ideas 
from that same Mission Hotel. 

The city has been blessed with a governing board 
that had vision combined with horse sense. The 





“They eat more ice than goes into the train coolers” 


streets are wide and well paved. Also the walks are 
broad-gauged and run to the curb lines. The street 
lights are in the form of mission bells and close 
enough together to shed a real light after 9 p. m. 
Alternating with the lights, along the walks next to 
the curbing, are giant palms furnishing a combina- 
tion of shade and beauty not to be found in the 
common herd of towns. : 

Yes, the palms line the main business street, and 
they don’t interfere with the sales of washing ma- 
chines or shelf hardware, either. Can you imagine 


.a row of shade trees down the main streets of 
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Newark or Indianapolis? Yet it is like a collar and 
tie to a business man. It reflects pride and self- 
confidence. You can weigh nails and wear a flower 
in your buttonhole. The cash register will grind out 
a better grade of music while you do it. 


Not Superstitious, But They Believe in Signs 


OE of the big business concerns of Riverside 

is that of the Riverside Hardware Company, 
which has a store second to none in the orange belt.: 
The store is clean, well arranged and up to the 
minute. It carries all the general lines and a lot of 
the more modern ones, such as electric washers, 
auto accessories and silverware. It gives house- 
furnishings a full partnership in the business and 
turns out refrigerators by the hundred. A card in 
the main silverware case is well worth mention. It 
reads as follows: 


NOTICE 


All SILVERWARE or Articles Containing 
Any Part of SILVER Are Subject to a Tax of 
5 Per Cent Which Must Be Collected by the 
MERCHANT Selling Same. Anyone Selling 
Silverware without Collecting the Tax Is Sub- 
ject to Punishment by the UNITED STATES 
GOVERNMENT. 


Every customer who views that showcase reads 
that notice, and it cuts out a lot of unpleasant dis- 
cussion when silverware sales are made. 

At the rear of the store is a stairway leading to 
a balcony where the housefurnishings are stored, 
and every step of that stairway carries a message 
to the trade, in the form of card signs tacked to that 
part of the step which faces the store proper. From 
top to bottom they read something like this: 


Clothes Dryers Oil Ranges 
Refrigerators Fireless Cookers 
Door Mats Hammocks 
Clothes Wringers Toys 

Washing Machines Bicycles 
Vacuum Cleaners Velocipedes 
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They are like the California road signs, just in 
the proper place and pointing out the right road. 
They cut useless questions to a minimum and sug- 
gest purchases. I am not superstitious, but like the 
Riverside Hardware Company, I believe in signs. 


A Card Stunt from Franzen’s 


NOTHER live store in Riverside is that of the 
Franzen Hardware Company, which also pins 
its faith to painted word. I noticed particularly a 
novel sign over the oil department, the best feature 
of which is the ease with which the quotations can 
be changed without changing the body of the sign. 
It consists of a board base on which the body of the 
sign is painted, while opposite each item are two 
right-angle screw hooks on which panel cards carry- 
ing the price quotations are hung. 
Each item is numbered and the removable panel 
cards carry corresponding numbers. The completed 
sign looks something like this: 
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I have only filled in one set of quotations to show 
the method, and the figures given are imaginary. 
Whenever there is a change in price of any of the 
items quoted, a new panel card is printed. Then the 
old card is removed and the new one hung on the 
hooks in its place. The numbering of the items and 
cards prevents the mixing of quotations. 


How Weegar Gains Trade of Motorists 


i* would hardly be fair to pass up Riverside with- 
out some mention of the third hardware live wire, 
A. E. Weegar, who runs still another high-class 
store in the city. Weegar is a student of human 
nature as well as a salesman. He believes in service 
spelled with a big S, and lives up to his belief. Nat- 
urally Weegar is an ardent motorist. No man with 
cash enough to buy a car goes without one in South- 
ern California. Being a motorist, he has a fellow 
feeling for the fellow who drives a car, and that 
fellow feeling doesn’t prevent him from making a 
cash customer of the driver. 

Weegar knows that the ordinary motorist is un- 
familiar with the roads and the best places to visit, 
so he has appointed himself a committee of one to 
post the motor tourist on roads, taverns and desti- 
nations. He knows every road leading out of or 
into Riverside, and a lot of roads that seem to be 
way out of his jurisdiction. 

Be that as it may, the motor tourist has come to 
regard Weegar as an authority on everything that 
pertains to the tire trail, and when he contemplates 
one of those periodical tours, he comes to Weegar 
for both advice and equipment. After he has once 
patronized the free information bureau, he counts 
Weegar as a personal friend and he doesn’t forget 
him when the wife needs a new refrigerator or a 
gas range. This little stunt has built up a mint of 
business for this Riverside hustler and is a tip 
worth while. 

“How do you get all this road dope?” I queried, 
as Weegar and I were swapping stories over his 
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Appreciation 


Milroy, Pa., June 5, 1919. 

EDITOR HARDWARE AGE: 
i you have any shadow of doubt as to 

whether the efforts being put forth by 
HARDWARE AGE for the general good of 
the retail hardware men are appreciated by 
the class of hardware men who have orig- 
inal, bred-in-the-bone pep enough to. appre- 
ciate good things meant for them, you can 
bid good-bye to that doubt and relieve your 
system of it permanently. 

I think I voice the sentiment of all hard- 
ware men when I register my approval of 
the live stuff in HARDWARE AGE. 

Time for reading is scarce with any busy 
man, and I am one of this kind. I am in the 
class which “Bill” Lewis, the famous asso- 
ciation resurrector and developer, describes 
as the store with one clerk and the store 
dog, but I always find time to read HARD- 
WARE AGE, although it often is time that 
should be devoted to “pounding my ear.” 
Keep it up, gentlemen; you’re doing us all a 
lot of good, and it’s now certainly up to us 
to make good by putting the good things 


into use. Yours truly, 
L. N. HOOVER. 











front counter. “I study every road map I can get 
hold of,” he answered. “I belong to Southern Cali- 
fornia motor associations and get all their litera- 
ture. Then when I run across a strip of road in 
this section that is not familiar to me, I take the 
first opportunity to hop into my car and look it up.” 
“Does it pay?” I asked. “Pay?” he reiterated. 
“Say—I wouldn’t take several thousand dollars for 
my road information. It’s part of my capital and 
it pays a big interest in both new and permanent 
customers.” 

Some of you fellows with cars can adopt Weegar’s 
scheme to mighty good advantage because the motor 
car is here to stay, and the man who drives it is a 
hardware cash asset of the biggest type. 

I had planned to tell you of things to the east 
of the big desert in this letter, but space will hardly 
permit. However, that will keep until next week. 
Just a little hint—I’ve been out in the Mormon coun- 
try with its famous temple and its lake of salt. I 
have found it some country in more ways than one, 
with hospitable people, modern cities and cracker- 
jack hardware stores. I cornered a bunch of 
“Kinks” in that district which are way above the 
ordinary. But You’ll get them, because they 
were hand picked for HARDWARE AGE readers. With 
that promise, I’ll quit for this time and sign myself 
A Friend of the Orange Belt but a Foe of Deserts, 

THE MAN BEHIND THE COUNTER. 





“Everybody buys cars in Southern California” 


“ HERE, WRAP ME UP A CAR: 
I'M THE ONLY Guy IN THE 
BURG THAT'S HOOFIN’ IT. 


” 
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Washington News 


Light on the Postal Service Muddle 


Burleson Skimps Salaries to Swell Surplus—Covers Into Treasury Premiums 
on Insured Parcels While Refusing to Pay Losses—Mail Pilots Forced 
to Fly in Fog and Two Die—House Passes Bill Repealing 
Soft Drink War Tax—Other Tax Repeals to Come 


By W. L. 


WASHINGTON, Aug. 4, 1919. 
ILLIAM ALLEN WHITE, the veteran jour- 
\ \ nalist, made himself famous by asking 
“What’s the matter with Kansas?” About 
a million people have made a similar inquiry with 
regard to the postal service of the United States 
without achieving fame or even notoriety. 

Developments of the past week, however, point 
to the possibility that one of Mr. Burleson’s own 
appointees may win more or less renown by answer- 
ing this question and incidentally confirming the 
impression that has steadily been gaining ground 
throughout the country. In a word, the answer is 
that Mr. Burleson has subordinated efficiency to 
cheese-paring economy for the sole purpose of turn- 
ing in a surplus at the end of the fiscal year. 

Unfortunately, Congress has never seen fit to pro- 
vide a jail sentence for a Government official who 
takes the taxpayers’ money, paid by them for a 
specific purpose in providing an essential service, 
and diverts a considerable part of the receipts to a 
surplus account for the sole purpose of making a 
personal record for economy. If Mr. Burleson put 
$100 of the people’s money into his own pocket, and 
spent the rest for an up-to-date postal service, he 
could have been indicted by a grand jury, but he 
certainly could not have done the harm to the busi- 
ness community that has been caused by his mis- 
guided attempt to “put the post office on a paying 
basis.” 

Statistics That Mislead 

T is often observed that statistics can be made 

to prove almost anything. This is merely a vari- 
ant of the old saw that while “figures won’t lie, liars 
will figure.” 

In line with these truths you may bank upon the 
statement that nothing is more misleading than the 
Governmental surplus that exists only on paper. 
Mr. Burleson’s surplus is of this variety. 

A few weeks ago I told you of the extraordinary 
action of the Post Office Department in covering into 
the Treasury all the premiums paid in the fiscal 
year ending June 30, 1919, for insurance on parcel 
post packages, at the same time refusing to pay 
losses amounting to around a million dollars on the 
ground that Congress had failed specifically to 
direct the Postmaster General to use the premiums 
for the purpose. It would be difficult to imagine a 
more ridiculous excuse for gouging the public in a 
manner that would have landed the directors of a 
private express company in the penitentiary; never- 
theless, the Postmaster General not only got away 
with it, but the million dollars taken from the pa- 
trons of the parcel post in insurance premiums, and 
covered into the Treasury, added just a million ol- 
lars to Mr. Burleson’s much-boasted surplus. 

Why the Service Has Fallen Down 
H°” the department “saved” the remaining $16,- 
000,000 of this surplus has just been explained 
to the people of Washington by the acting post- 
master of this city, who, during the past week, was 


CROUNSE 


induced to appear before a special committee of the 
local Chamber of Commerce to tell why the postal 
service throughout the country the past year has 
been so unspeakably rotten. 

Acting Postmaster Kerlen, in a _ heart-to-heart 
conference with the special committee on postal fa- 
cilities of the Washington Chamber of Commerce, 
frankly declared that “because of the present low 
pay to employees the service has fallen down.” I 
quote here a conservative report of Mr. Kerlen’s 
testimony, which has just appeared in the most rep- 
utable newspaper of the Capital City: 


Mr. Kerlen explained that the class of men 
brought into the city service at the present basic 
rate of $800 is not sufficiently high to maintain 
pre-war standards of efficiency and as a conse- 
quence the local service has suffered. By thus ex- 
pressing himself Mr. Kerlen substantiates testi- 
mony offered by employees of the District post 
office at a hearing before the Chamber of Commerce 
committee on postal facilities Wednesday night. 

Mr. Kerlen stated further that the bill now in 
Congress contemplating a wage raise of 35 per cent 
of the basic salary of post office clerks does not go 
far enough and does not offer enough inducement 
to trained men to enter the service. 

Most of the temporary employees of the local 
office are not as well fitted for their jobs as were 
many of the men who have resigned in the last 
three years, and to train men to handle the in- 
creased mail volume will take some time. Techni- 
calities of sorting mail, he said, demand men of 
high intelligence and long training, and such men 
cannot be had at such small entrance salaries. 

He said that an increase of 35 per cent of a basic 
salary of $800, even if the employee is in the $1,200 
class, will not be a great inducement. Mr. Kerlen 
said that local mail routes have increased by thirty- 
eight in the past three years and that carriers are 
sometimes forced to miss one delivery on account 
of the mail volume. 


Sent His Chinese Cook to Sort the Mail 

R. KERLEN’S testimony was thoroughly sub- 

stantiated by statements made by representa- 
tives of the employees of the Post Office Depart- 
ment, who pointed out the fact that the salaries paid 
in the postal service average much lower than those 
paid in other executive departments. Any one at 
all familiar with the Washington post office knows 
that these statements are true, and that the char- 
acter of the personnel is poorer than that of any 
other Governmental agency of equal importance, and 
reflects the difference in compensation. 

But who can restrain a hearty laugh at the state- 
ment, put forward in all seriousness by the Post- 
master General’s press agent, that Mr. Burleson’s 
concern for the efficiency of the Washington Post 
Office is so great that on more than one occasion, 
when the regular employees were swamped with an 
extra heavy mail, he has sent his Chinese cook from 
his own kitchen to “help sort the letters!” Perhaps 
we may find here a partial explanation of condi- 
tions in this branch of the service, but surely Mr. 
Burleson hasn’t a Chink in every post office! 

What is true of the Washington Post Office is 
equaily true of the entire postal service, and every 
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one at the Capital is familiar with the efforts of 
the Postmaster General to build up a reputation 
for economy, quite irrespective of the interest of 
the public. 


Congress to Investigate the Postal Service 

EADERS of HARDWARE AGE will remember that 

a year or two ago the Postmaster General at- 
tempted to secure an actual reduction in the appro- 
priation for rural free delivery service, but the post 
office committees of the two houses declined to 
consent to the cut, and appropriated the full amount 
expended during the preceding year. 

But the Post Office Department is not to get off 
with a little semi-official investigation at the hands 
of the Washington Chamber of Commerce. An 
elaborate inquiry is to be undertaken early in Sep- 
tember into every branch of the postal service by 
the House Committee on Expenditures of the Post 
Office Department. 

This committee is the repository of numerous 
petitions and other complaints that have reached 
Congress concerning the postal service, and at the 
present time its storage facilities are taxed to con- 
tain the enormous amount of literature that has 
reached Washington since the new Congress con- 
vened on May 19. The committee has decided not 
only to make a thorough investigation of the postal 
service so far as it relates to the handling of the 
mails, but also to go thoroughly into Mr. Burleson’s 
administration of the telegraph and telephone sys- 
tems under his wartime authority. 

“We plan to make a complete investigation of 
the many complaints against the Post Office De- 
partment, and the Postmaster General will be called 
as one of the first witnesses,’”’ says Representative 
Zihlman of Maryland, the chairman of the commit- 
tee. It is understood the committee will meet on 
Monday, Sept. 8, to begin its work. 

Dismiss Pilots Who Fear to Fly in Fog 

6 lige Post Office Department, during the past week, 

was threatened with a strike of twenty aerial 
mail pilots flying between Washington and New 
York, and New York and Chicago. These men de- 
clared they would not go up unless the department 
reinstated two of their colleagues dismissed a few 
days before for refusing to fly in a fog. 

Second Assistant Postmaster General Praeger, 
when informed of the possibility of a strike, bristled 
up very belligerently, and declared that without re- 
gard to weather conditions men must “go up or quit 
the service.” But he finally came down off his high 
horse and reinstated one of the dismissed pilots and 
promised a further investigation of the other avi- 
ator. 

Mr. Praeger’s fine, humane spirit is clearly shown 
in the following telegram sent by him to the New 
York Post Office concerning the two men who were 
laid off because in their opinion to attempt to fly in 
a heavy fog in an overweighted and worn-out air- 
plane meant certain death: 

“Orders regarding Pilots Smith and Lee have not 
been revoked. They came into service as every other 
pilot, with the knowledge that they must comply 
with the department orders to fly with the mail, and, 
where flying conditions are such that they cannot 
operate, have the option to resign. 


Owe Loyalty to “Aviation in General” 


“— they refuse to carry out the orders of the de- 
partment, and fail to tender their resignation, 
removal from service must be made. Every pilot is 


expected to carry out his duty in accordance with 
his oath and sense of lovalty to the service and to 
aviation in general.” 
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No formal reply was made to Mr. Praeger by the 
air mailmen, but Congressional attention was 
promptly invited to the fact, which the Post Office 
Department had theretofore carefully concealed, that 
since June 15 no less than fifteen accidents have 
occurred in which ten planes were demolished and 
two pilots—McCusker and Sanborn—were killed. 
The air men declared that they had protested to the 
department that the planes were poorly adapted for 
the postal service, which must be carried on in fog 
as well as clear weather. 

The planes in use in the postal service are very 
heavy, and are equipped with 400-hp. Liberty mo- 
tors. In foggy weather the visibility is so low as 
to make a heavy, high-speed craft dangerous, espe- 
cially when the planes are not equipped with stabil- 
izers. 


Praeger Refuses Stabilizers for Mail Planes 


‘THESE devices, which will enable the mail pilot 

to tell whether his machine is flying upside down 
or on an even keel in heavy fog, cost $75 each, but 
Mr. Praeger refused to supply them to the mail 
carriers, declaring that they should “steer by com- 
pass as the turn indicators are too expensive.” Of 
course, if these stabilizers had been provided it 
would have meant another slash into Mr. Burleson’s 
$17,000,000 surplus, and that might have broken the 
Postmaster General’s heart. 

Mr. Praeger, who will be remembered by readers 
of HARDWARE AGE as the zealous assistant of the 
Postmaster General who spent so much Govern- 
ment time and money drumming up business for the 
parcel post among the farmers of Maryland and 
Virginia, is evidently making a hobby of aviation, 
for he confesses frankly that the air mail is being 
operated not only for the purpose of expediting the 
handling of the people’s letters and papers, but also 
to advance commercial aviation. In an official state- 
ment concerning the duties of mail pilots Mr. Prae- 
ger says: 

“All the post office aviators understand when they 
go into the service that they must take the mail up 
whenever the department has mail ready to go. The 
bulk of our aviators are steady, careful pilots, and 
not exhibition fliers. They understand that there 
is no future for commercial aviation unless it is 
shown by continuous demonstrations that airplanes 
can be depended upon for uninterrupted communica- 
tion.” 

Congress May Ask Explanation 
" is difficult to understand just exactly what Mr. 

Praeger means by this statement, for the plain 
English of it is hardly to be accepted as an official 
utterance of an officer of the United States Gov- 
ernment. The public will be unwilling to believe, 
in spite of Mr. Praeger’s cold-blooded declaration, 
that it is any part of the duty of mail pilots to 
demonstrate that there is ‘“‘a future for commercial 
aviation” by proving that “airplanes can be de- 
pended upon for uninterrupted communication” 
at the cost of the lives of brave aviators. 

I sincerely trust that Chairman Zihlman’s com- 
mittee will send for Praeger as soon as it has 
finished with Burleson and ascertain the lengths 
to which he believes the pilots in the air mail serv- 
ice must go to demonstrate that “there is a future 
for commercial aviation!” 


Soft Drink Tax Repealed by House 
\ hokey-pokey man won out in the House of 
Representatives last week. As foreshadowed 
in my last letter, Congressman Fordney, Chairman 
of the Ways and Means Committee reached the 
conclusion that there was no further justification 
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for maintaining on the statute books the law tax- 
ing the five-cent ice cream cone and the soft drinks 
so dear to the hearts of the rising generation. 

Without waiting for further advice from the 
Treasury Department concerning the revenue sit- 
uation, and without regard to the practicability 
of getting more money out of a higher tariff, Mr. 
Fordney and his associates reported a bill repeal- 
ing the soft drink tax and put it through the House 
without the formality of a roll call. 

The debate on this bill furnished an opportun- 
ity for Representative Claude Kitchin, the former 
chairman of the Ways and Means Committee, to 
turn a characteristic somersault. Mr. Kitchin is 
the man who proposed to put the taxes for carry- 
ing on the war upon the people living “north of the 
Mason and Dixon line.” 


Kitchin Would Tax Ice Cream Cones 


H® is also the man who made an eloquent speech 
in favor of taking off the so-called luxury 
taxes on trunks costing over $50 and on high- 
priced hats, silk hosiery, etc., notwithstanding the 
fact that the Government would lose $85,000,000 
per annum in revenue thereby. No speech in 
favor of the luxury tax repeal attracted so much 
attention as that of the gentleman from Scotland 
Neck, North Carolina. 

Nevertheless, this same gentleman opposed the 
repeal of the soda water tax and eloquently urged 
Congress to pause in its wild career, notwithstand- 
ing the fact that the total estimated collections 
from this source—chiefly aggregations of chil- 
dren’s pennies—are figured at less than $20,000,- 
000 a- year. 

Other tax repeal bills will be brought forward 
later in the session. Whether they will include 
the levies on automobiles, firearms, ammunition, 
sporting goods, fishing tackle, cameras, thermos 
bottles, etc., cannot now be predicted. 


No Adjournment Before October 


LTHOUGH the House had decided to take a 

nominal recess until September 8, the commit- 
tees planned to plug away on a large number of im- 
portant measures, and it is a fair statement that 
the chief object of the recess was to enable members 
to bring their committee work up to date without 
the interruption of roll calls and other diversions 
incident to continuous sessions of the House. Fri- 
day night, however, the House, at the instance of 
the President, postponed the five-weeks recess in 
order to tackle the problem of the high cost of 
living and the demand of railroad labor for higher 
wages. 

The Senate will debate the League of Nations 
and the German and French peace treaties and the 
prohibition bill and ought to have these important 
matters pretty thoroughly threshed out by early 
September. Nobody, however, looks for the ad- 


‘journment of the present session before October 1. 


Repeal of Daylight Law Again Bobs Up 


HE Senate Committee on Interstate Commerce 

decided to report favorably the pending bill 
repealing the daylight saving law. This is the 
Esch bill which provides specifically that the 
terms of the Calder act shall expire in October of 
this year. The Senate passed the bill Friday 
evening. 

I indicated last week some reasons why this 
bill, which has already passed the House, will 
stand no chance of being approved by the Presi- 
dent. Since the House voted for it there has been 
an amazing change in that body—no less than 
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sixty-five of its members having switched their 
positions squarely from that of opponents to cham- 
pions of daylight saving. 

The bill is now ready to be sent to the President 
for signature. At the White House, however, it is 
certain to strike a snag. 

Mr. Wilson boasts that his is a single-track 
mind. If he vetoed the agricultural appropriation 
bill to prevent the repeal of the daylight saving 
law, you can bet something very much more pre- 
cious than your last year’s straw hat that he will 
decline to approve the Esch bill, which is an un- 
complicated repeal measure. 


Want Change in Pittsburgh. Basing Point 


VERY lively controversy has arisen over the 

question as to the propriety of using Pitts- 
burgh as a basing point in fixing steel prices. 
The Federal Trade Commission has taken up for- 
mally a complaint filed by the Western Associa- 
tion of Rolled Steel Consumers against the United 
States Steel Corporation and will hold public 
hearing thereon sometime in September. 

Copies of the complaint have been served on a 
large number of steel producers outside of the 
Steel Corporation and opportunities to be heard 
will be afforded to many other interested persons. 
In a bulletin just issued by the Commission the 
questions to be considered at the hearing are suc- 
cinctly set forth as follows: 


The application for complaint made by the West- 
ern Association of Rolled Steel Consumers says the 
membership comprises over seven hundred fabrica- 
tors of steel, operating in Illinois, Indiana, Michi- 
gan, Wisconsin, Minnesota, Iowa, Kansas, Missouri, 
Montana, Nebraska, Oklahoma, South Dakota, 
Texas, Utah, Washington, Wyoming, Colorado and 
California, all being tributary to what is known as 
the Chicago district; that on products of the United 
States Steel Corporation mill at Gary the complain- 
ants are compelled to pay a set price plus a freight 
rate of $5.40 per ton from Pittsburgh to Gary, 
although in fact the steel is not actually shipped 
from Pittsburgh at all. 

Certain discriminations in price, especially to 
agricultural implement manufacturers, are charged 
by the steel consumers and the whole is alleged to 
be so repugnant to the Federal Trade Commission 
law and the Clayton law that it should be ordered 
discontinued. 


Exports Show Big Increase 


REMARKABLE jump in exports during June 

brought the total for the fiscal year 1919 to 
more than seven billion dollars, a new record, ac- 
cording to a statement by the Bureau of Foreign 
and Domestic Commerce, Department of Com- 
merce. The June exports are put at $918,000,000, 
which exceeds the previous high record, estab- 
lished in April of this year, by more than $200,- 
000,000. 

The exports for June of last year were valued 
at $484,000,000. Total exports for the fiscal year 
stand at $7,225,000,000, as compared with $5,920,- 
000,000 for the fiscal year 1918. This is more 
than three times the exports for 1914 the last nor- 
mal year. ; 

Exports since the armistice was signed in No- 
vember are estimated at about $5,000,000,000. The 
excess of exports over imports for the fiscal year 
1919 was $4,129,000,000 against $3,000,000,000 the 
previous year and less than $500,000 in 1914. 

Imports for June were valued at $293,000,000, 
a falling off from the total of $329,000,000 re- 
corded for May, but an increase over the $260,- 
000,000 for June of the previous year. Total im- 
ports for the fiscal year just closed are placed at 
$3,096,000,000, as against $2,946,000,000 for 1918. 
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With the American Wholesale Corp. 


H. GARITY has resigned as Secretary of the B. B. 
.. Neal Hardware Company, 117 Leonard Street, 
N. Y., to accept the position of hardware buyer for the 
American Wholesale Corp. 
(Baltimore Bargain House), 
with headquarters at Bal- 
timore, Md. Mr. Garity be- 
gan twenty years ago with 
the Western Electric Com- 
pany, New York, resigning 
his position there as buyer 
of raw materials to enter 
the hardware field where he 
became associated with the 
Neal & Brinker Company. 
Later he became associated 
with Alfred T. Sullivan in 
the publication of the Hard- 
ware Directory and Cata- 
logue, known respectively as 
the “Assistant Buyer” and 
the “T.-A-B Universal Cat- 
alogue.” At the beginning 
of 1918, Mr. Garity was 
called to Washington as a 
buyer in the Quartermaster 
General’s office, Hardware 
and Metals Division, under William A. Graham, who 
was chief of that division. Mr. Garity was commis- 
sioned as Captain later. 

As a natural result of Mr. Garity’s former connec- 
tions, he has built up a large acquaintance among hard- 
ware jobbers of the country and otherwise, in addition 
to a considerable acquaintance among manufacturers. 


Graham with Atlantic 


OLONEL GEORGE F. GRAHAM, who recently re- 

- turned from overseas duty with the 42nd (Rain- 
bow) Division, has been engaged as assistant to the 
president of the Atlantic Coast Hardware Company of 
Boston, Mass. Colonel Graham for 8 years prior to 
August, 1917, was general manager of the A. M. Holter 
Hardware Company, Helena, Mont, and prior to that 
time was connected with a wholesale hardware cor- 
poration in eastern Pennsylvania. He has 20 years’ 
experience in the hardware business, the last 14 of 
which have been entirely administrative and executive. 


Westchester Dealers Eat 


HE annual shore dinner and regular meeting of 
the Westchester County Hardware Dealers’ As- 
sociation was held July 16, at lLawrence’s Inn, 
Mamaroneck, N. Y. On account of the absence of 























May Employees Honor 
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president D. D. Mercer, vice-president E. A. Ericson 
presided. Forty members representing prominent 
Westchester County hardware dealers were present. 

Wholesalers represented were Igo Brothers, T. C. 
Dunham, E. H. & E. S. Goldberg of N. Y., and Bronson 
& Townsend of New Haven, Conn. 

Louis Bronson, of Bronson & Townsend Co., New 
Haven, Conn., was the speaker of the evening, his 
topic being “Better Ways to Better Business.” 


‘‘National’’ Salesmen Meet 


HE annual sales convention of the National Manu- 

facturing Co., Sterling, Ill., was held at the factory 
the week of July 21. Thirty-five sales hustlers were 
there, and with a home office force. from president 
to office boy in the game, they had a glorious time. 
After a week of brass tack business meetings the 
National boys wound up with a big picnic at Lowell 
Park, where they duly “initiated” nine new members 
of the selling force. 

Roy F. Soule of HARDWARE AGE was a “National” 
guest and addressed the salesmen on the “Business 
Man’s Outiocok and Opportunity.” The rapid growth 
of the National Manufacturing Co. is a most tangible 
tribute to its deserved popularity and its sterling serv- 
ice to the hardware trade. 


Cincinnati Outing 
HE Hardware Club of Cincinnati held its annual 
outing at Highland Grove, a suburb, on July 22. 
An old fashioned basket picnic was enjoyed to which the 
members of the Hardware Club of Cincinnati and the 
Sheet Metal Contractors’ Association and their families 
were invited. 

After a dinner a ball game between the retailers 
and jobbers was played resulting in a score of 12 to 
10 in favor of the retailers. John Weigel, Henry Hart- 
man and Carl Koehler composed the entertainment 
committee that arranged the affair. 


New Syracuse Jobber 


D S. HESSLER CO. of Syracuse, N. Y., have com- 
e menced business, doing a jobbing and sheet metal 
manufacturing business. The firm is erecting: a new 
warehouse at a cost of $20,000, which will be modern in 
every respect, having a railroad siding. The owner, 
D. S. Hessler, was formerly connected with the H. E. 
Hessler Co. of Syracuse, N. Y., for the past 20 years 
as vice-president, general manager and buyer. Mr. 
Hessler desires to hear from manufacturers with 
catalogues and quotations. 


May Company Dinner 


HE F. P. May Hardware Company, Washington, 

D. C., entertained its entire office force in its 
office, July 26, with a dinner and an attractive musical 
program. The occasion was in honor of 14 employees 
who served their country during the war. The dinner 
was informal and was much enjoyed by both the 
men and women employees. Throughout the even- 
ing an orchestra rendered popular airs, a great many 
of which had their choruses converted into parodies 
fitting the different clerks and salesmen and making a 
point of their particular foibles or hobbies. 


- Fourteen Service Men 
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Snapped at the sales convention of the National Mfg. Co., Sterling, Ill.: 1\—The Bunch. 2—Meikle administering oath of alleg- 
iance to candidates. 3—Roy F. Soule and H. M. Weyrauch. 4—Candidates catching their breath. 5—Poor umpire. 6—Prize 
winners in sales contests: H. M. Weyrauch, T. G. Stewart, A. E. Baehler, H. E. Myers, W. A. MacMillen, F. W. George, 
S. Samach, A. Miller, C. E. Allen, W, J. Scott, W. A. Myers. 7-—Candidates initiated: R. D. Ryan, E. Colquist, W. A. 
Willet, A. H. Buck, T. W. Pierce, A. Stoeckler, G. A. Connell, J. W. Long. 8—W. P. Benson, president; L. A. Bittorf, sec- 
retary; H. O. Bittorf, vice-president and treasurer 9—The old guard: H. C. Conklin, W. J. Scott, F. E. Sands, A. Miller, 
W. A. Myers, C. B. Bunts, D. Francis, E. 8S. Merkle, C. E. Allen, John Vogt, J. Hirschberg, S. Samach, 10—On their way 
11—F. B. Kennedy, advertising manager 14—W. A. Cooper. 























UMI 














Letters of aSales Manager to His Men 


XXX 


This is the thirtieth of a series of sales letters, which, though 
intended primarily for traveling men, will be of interest to 
every member of the trade. They were written by the sales 
manager of a great hardware jobbing house to a corps of sales- 


men who in the last eight years have doubled the business of 
the firm. The letters are really short editorials which prefaced 
actual merchandise instructions. The author has consented to 
their publication at the solicitation of HARDWARE AGE, in which 
they will appear in succeeding issues through the year. 











“Young America” 


MERICAN history is full of biographies of men who became great busi- 
ness men from a start in life as lowly as a bundle of newspapers. 
Some kindhearted newspaper publisher had trusted them for their first 


stock in trade. 


That there are newsboys on the streets of our city who will be heard 
from later in life in great business enterprises is also a fact. 


I wish it were possible for me to keep track of a newsboy who sells 
papers on the streets of this city. I believe he is destined to make a mark 
for himself in this world just because he has a spirit that cannot be downed. 


A few nights ago when the weather was particularly wet and cold and 
the wind blew a hurricane down the street I passed him on his usual corner. 


Glancing at his package of papers it seemed to me that it was unusually 
large and so I remarked as I passed, “You can’t sell all those papers 
tonight.” 


The lad looked up at me with a smile and remarked, ‘Well, I can try.” 


There will never be a day in that boy’s life when he will be found in 
the bread line or waiting in a crowd to receive a bundle from charity. 


“I can try” shows the spirit all of us salesmen need. If each of us can 
say it with as much enthusiasm as this boy did and then really do it—just 
as he really tried to sell papers—many orders will come over to us that 
now get away. 


**T can try”’ is a good motto for any man, be he an astronomer, a doctor, 
a business man or an architect. 


This country has been built by those who have had the newsboy’s idea 
of the spirit necessary to accomplish. 


His motto puts to shame the complaining drone who is forever thrust- 
ing himself forward for special consideration. 
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Unbridled Passion Must Respect Law 


OOD Americans have no sympathy with the blackjack or with the bonfire 
in handling the problem of the colored people. Mob law and the renegade 
rule of the riot finds no welcome sign in the heart of the good citizen. 

That such methods have prevailed and that violence has ridden rough shod over 
law and order in the recent race riots in Washington and Chicago is cause for 
humiliation and regret by good men and good women everywhere. 

That colored men who owe so much to these great cities should strip the gears 
of civilized surroundings and plunge back into the state and actions of savages 
is cause for deep regret and alarming concern. That white men, sprung from a 
higher civilization and surrounded with all the advantages of law, order and edu- 
cation, should become engulfed in the same fiery furnace of lawlessness is cause 
for still deeper concern. 

From the indications in various other cities the dread horror of mob vio- 
lence shows decided tendencies to spread, and it probably will spread until some 
sincere representative of the Government, either local, state or national, some 
Ole Hansen, steps courageously forth to emphasize the fact that order will be 
enforced, that a power greater than unbridled passion is abroad to bring about 
a respect for law. 

An armed man, white or black, who defies those who are pledged to enforce 
the laws of this country, ought to be very forcibly suppressed, and it is little short 
of murder to order policemen or soldiers to use only their night clubs or their 
gun butts until they are actually slashed or fired upon. 

Such orders have been responsible for the death of many good officers of 
the law, and the death of these men can be laid squarely at the door of those 
who hampered them in the dispatch of their sworn duty. The number of such 
deaths could easily have been cut in two if the officers had not been handicapped. 

With firearms the man who shoots first generally comes out victorious. The 
first shot is generally a carefully aimed shot. Men who go forth in a mob openly 
flaunting knives or firearms should know that they are going to meet officers who 
are instructed to vigorously and absolutely enforce the law. Such an order would 
rapidly clear the atmosphere of riot. 

In congested districts “bad men,” both black and white, have with compara- 
tive safety brandished their arms within fifty yards of an officer and gotten away 
because the officers had been instructed to fire only when they were fired upon. 

For the past twelve months race riots have been exceedingly probable at all 
times. Certain classes of negroes in the northern cities have brought this great 
calamity upon their race. These colored men know the remedy. They know 
what started these riots and they know how to stop them. 

These negroes are not fools. They should not seek or accept protection 
under the pretext that they are of such a low order that they do not know that 
an attitude of belligerency will breed trouble. 

A negro knows that if he hunts for trouble he is bound to find it sooner or 
later. 

For months past this class of negroes have been applying for lodging at 
hotels where they know colored patronage is neither solicited nor wanted. They 
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have continued to attempt to register at these hostelries knowing full well that 
they were liable to start serious trouble. 

They were stubbornly insistent. 

Picture shows and theatres seeking only white patronage have faced formid- 
able problems in these groups of colored people who insisted in going where 
they were not wanted. These negroes have repeatedly stood in the brightly lighted 
streets in front of theatres where “‘there were no seats for sale” and loudly pro- 
claimed their disgust. 

They were inviting trouble and they knew it. 

Other colored men of the same belligerent group have entered street cars 
and selected seats occupied by white women when there were plenty of seats 
open beside white or colored men. Their quarrelsome “I’m-just-as-good-as-you” 
attitude has struck fire. They knew it would. 

They invited trouble and they are getting it. 

The regrettable part of it is that good law-abiding, well-mannered negroes 
are suffering for the acts of bad negroes, and frightful violence has come from 
gangs of lawless whites who seem bent upon taking full advantage of the brief 
periods when mob rule dominates. 

The attitude of these defiant negroes furnishes an exceedingly poor excuse 
for white men to take the law into their own hands. It furnishes no excuse at 
all for white men to go on a mad rampage in which homes of law-abiding negroes 
are wrecked and colored men are beaten or brutally killed for no better reason 
than that they are of the same color as those who have invited violence. 

White men who commit these acts sink to the level of those negroes who have 
deliberately encouraged defiance of law and order. 

Such men, both black and white, become the enemies of society. 

Crazed ignorance, blood blinded, can understand but one law, and that is 
the law of force. The mild methods that wrist-slapped the Washington rioters 
encouraged and helped to hasten the Chicago riots. 

With impartial justice to black or whites the officers of the law should be 
instructed to vigorously apply such force as is needed to bring about a respect for 
law through fear from those who will not respect it for more laudable reasons. 

Watchful waiting or kindly advice will not stop the march of murder, arson 
and outrage. 

Present indications are that the southern states know decidedly more about 
handling the colored problem than do those of the North. 

Weak seams are burst only when heavy strains are put on the good cloth. 
The outbursts of mob rule, the viciousness of race riots, are rotten seams. Their 
bursting is a strain on the fabric of good citizenship. 

There is a very apparent need of a great moral power, nation-wide and 
nation-deep, insistent upon the might of right, and ready to throw the entire 
might of this nation against those whose morality is but skin deep, and whose 
regard for law is but self-centered denial of the rights of others. 


hardware. Homes require a lot of it. Re- 
tailers sell but a small number of the factory 
orders. Retailers sell most of the home 
orders. 

Factories are built in certain favorable 
restricted districts. Homes are built every- 
where. 


Cause for Fuller 
Measure of Happiness 


EW YORK CITY is short 75,000 homes. 
A similar shortage of homes exists in 
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practically every city in the United States. 
For the past four years we have been bend- 
ing every energy to the building of factories 
that could supply war materials. Now we 
are turning our attention and our workmen 
to the task of building a sufficient number of 
homes to comfortably house our people. 
Residential building is now running 100% 
above factory building. Last year factory 
building was 38% in the lead. 

This change is proving very beneficial to 
the hardware trade. Factory buildings re- 


quire a comparative small amount of builders’ 


The benefits of home building are more 
widely spread and more universally helpful, 
and the big home building program will not 
only do much to employ small capital, indi- 
vidual savings, but will at the same time em- 
ploy many men over all parts of the country, 
improve hardware sales, and through better 
housing bring contentment and increased 
happiness to thousands of people. 

A big building activity is cause for 
national elation. That it is a home building 
program is cause for a fuller measure of 
happiness. 
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Office of HARDWARE AGE, 
New York, August 4, 1919. 


HE merchants and buyers of most industries who 

have been anticipating lower prices are finding 
instead a constantly advancing market with prospects 
of more increases. One representative and old estab- 
lishment, marketing the goods of many prominent 
manufacturers, has about half of their salesmen out, 
and the balance finishing up vacations, who will begin 
their regular trips before the middle of August. At the 
same time, so far as getting orders is concerned, they 
say salesmen are really not needed so long as the pres- 
ent influx of orders continues and there are no indica- 
tions of slackening. 

There are prominent jobbers in the Central West 
who have been writing orders for deliveries through- 
out the remainder of the calendar year, but have been 
compelled by prevailing conditions to accept deliveries 
at once or at the convenience of factory. 

One representative house, long experienced, says that 
never in their business history of 50 years have they 
ever had so large a week in orders as the last one. 
One leading reason ascribed for higher prices is that 
labor in the many factories they represent is getting 
increases both ways; approximately 10 to 25 per cent 
in wages and coincidently a decrease in working hours 
of 10 to 20 per cent. 

The manager of a large eastern wholesale hardware 
house says they bought 60 per cent more merchandise in 
July, 1919, than during the corresponding month of 
1918. That business never has been so good as now 
in over 45 years of their existence, and this during a 
period usually dull because of midsummer vacations, 
shutting down of factories for repairs and inventory 
and hot weather. 

They are looking for one of the best months in sales 
for August since they began business. An exceptionally 
well managed house doing a business in seven figures 
collected by July 31 last 65 per cent of all their out- 
standing accounts as of July 1 preceding, which is a 
most excellent showing. 

It is a general opinion that these conditions are not 
transitory or special in any sense. Rather staple, 
standard business on a sound foundation. That buyers 
whether for resale or consumption are buying what 
they need and paying current prices as there is no 
other alternative and slight prospects in any general 
way of reduction. It is very regrettable that prices are 
so high and apparently going higher, but it is a fact 
and must be so dealt with, regardless of desires for 
more reasonable levels. 

We know of one enterprising wholesale hardware 
house of over 40 years’ existence which is marketing 
American goods abroad through 12 branches of their 
own with 12 employees in one branch in the West 
Indies, and are represented by people acting as their 
sales agents, but not working exclusively for them in 
27 additional foreign countries. They have now a 
staff of 35 people in their warehouses working exclu- 
sively on foreign orders, which is constantly being in- 
creased. 

Linseed Oil.—lLinseed oil is stiff at the same prices as 
last week. Crushers are busy making deliveries on con- 
tracts, but often find obstacles in obtaining sufficient seed 
to meet their requirements, although better conditions in 
this respect are predicted within four to six weeks. One 
prominent paint manufacturer can scarcely get enough oil 
for their own use without attempting to sell oil to the 
trade. 

Linseed oil, in 5 or more bbl., is $2.25, less than 5 bbl. 
$2.28, and $2.22 would be the quotation on carload lots if 
anyone had carloads for delivery. 
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Naval Stores.—Turpentine is still kiting, with the price at 
Savannah closing at $1.37% per gal. recently. In New York 
the commodity has reached $1.50 for spot turpentine in 
yard, with no business worth mentioning because of lack 
of stock for delivery. There are steamers loading now 
in the South for New York, which will require well into the 
week ending August 9 to arrive, which should relieve the 
market. This condition has been caused largely by strikes 
among mariners. 

Turpentine, in yard, is nominally $1.50 per gal. 

Stocks of rosin in this locality are very low, and shortages 
in the pale grades are especially marked. 

Rosin, common to good strained, on a basis of 280 lb. per 
bbl. is $18 and D grade $18.70 per bbl. 


Rope.—The hemp market is unchanged, being easy at 
current figures, with some uncertainty caused by lack of 
full information in the primary markets. While the under- 
tone is weak, in the absence of orders, prices are still 
unchanged. Rope prices are as follows: 


_Manila rope, %-in. diam. and larger, highest grade is 
27c.; second grade, 26c., and hardware grade, 24c. Sisal 
rope, %-in. diam. and larger, highest grade, 23c., and second 
grade, 20c. base per lb. Sisal, hay, hide and bale ropes, 
medium and coarse, are, first quality, 23%c., and second 
quality, 20%c. base per Ib. 

Nalls.—The local distributors advise that miils are still 
running away behind in taking care of the big demand. 
Stocks are badly broken in many sizes. Prices remain un- 
changed. 


Wire nails in store are quoted at $4.10 base per keg and 
carted by the jobber, $4.20. 

Cut nails, in or out of store, are still held at $5.75 base per 
keg. 

Window Glass.—So far as this trade is concerned, condi- 
tions remain unchanged. The demand for window glass is 
rapidly increasing, and it is stated that some of the fac- 
tories expect to resume operations between the middle of 
this month and September Ist. 

Prices are the same as quoted last week. 

A, single thick, all sizes, 79 per cent; B, single thick, all 
sizes, 80 per cent; A, double thick, all sizes, 80 per cent, 
and B, double thick, all sizes, 82 per cent discount from 
jobbers’ lists. All quotations are subject to stocks on hand 


Manufacturers’ Notes on Prices 


: Peck, Stow & Wilcox Co.—The Peck, Stow & Wilcox Co. 
Southington, Conn., and 46 West Broadway, New York. 
quotes revised prices as follows, viz.: Pexto, Clark pattern, 
expansion bits, 33 1/3 per cent; Pexto, No. 9, screw drivers, 
50-10 per cent; Pexto machinists’ hammers, 30 per cent: 
Pexto nail hammers list plus 40 per cent. Pexto pruning 
shears, No. R70 per doz., $14.75; No. 50. $8.50; No. 60, $10.70 
and R 85, $24 per doz. Scale beams, list October 1, 1918. 5 
per cent; wrenches, No. 100, list plus, 2% per cent, ‘and No. 
25, list plus 5 per cent. Pexto Stillson pattern wrenches, 60-5 
per cent discount. j 

Pipe Wrenches.—J. H. Williams & Co., 150 Hamilton Ave- 
nue, Brooklyn, N. Y., quotes Agrippa chain pipe wrenches 
and fittings at 25 per cent discount. 

Polish.—The Eclipse Mfg. Co., Indianapolis, Ind uotes 
i in 5-lb. pails at $1.35 each and 10 Ib. pails S255 
each, 

Pruners.—Bartlett Mfg. Co., 24 E. Lafayette Ave., Detroit 
Mich., quotes tree pruners Nos. 1, 3, 4 and 777 and No. 18 
saw pruner at 25 per cent discount. Hand pruners No. 808 
and Hedge at list plus 10 per cent; Nos. 888, 999 list net. 
Bartlett compound lever snips, Nos. 7, 8, 10, 12 and 14 at 
list plus 5 per cent. ; ° 

Pumps.—The Goulds Mfg. Co., Seneca Falls, N. Y., quotes 
as follows: Double-acting thresher tank pump, $7.50 each; 
spraying Fig. 1129 and whitewashing, each, $4.06; lift and 
force pump standards, force pump heads, packing box heads 
cylinders (iron) and iron rotaries, 30 per cent; D. A. Force. 
Challenge, 40 per cent, and hydrants, 30 per cent discount. — 

Pumps.—The Barnes Mfg. Co., Mansfield, Ohio, quotes 
pumps as follows: Iron pitcher spout, Nos. 2 and 3, 50 per 
cent, No. 4, Fig. 606 set length, with 3 in. iron cylinder 
sin. $6.65; double acting Favorite, tank, iron, Fig. 828, each 


Punches and Sets.—Charles Morrill, Inc., 100 Lafayette 
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Street, New York, quotes Hercules punches, 1 die, each $9, 
40 per cent discount, and saw sets also 40 per cent discount. 

Sash Cord and Cotton Lines.—Samson Cordage Works, 88 
Broad Street, Boston, Mass., quotes revised prices as fol- 
lows: Sash cord, Nos. 8 to 12 inch per lb., drab cotton, 
$1.12: white cotton, 93c.; spot cord, 93c.; Mass. white, 88c.; 
Mass. drab, 96c.; Phoenix white, 60c. per lb. On solid braided 
chalk lines, prices are now, per gross, No. 0, $11.70; No. 1, 
$12.60; No. 2, $13.65; No. 3, $14.80. On solid braided masons’ 
lines, shade cord, ete., per doz. White cotton, No. 3%, 
$3.83; No. 4, $4.15; No. 4%, $4.98, and No. 5, $14. 

Saws and Saw Tools.—The Simonds Mfg. Co., Fitchburg, 
Mass., quotes butcher and hand saws at list plus 10 per 
cent. Simonds’ Crescent saw tools, Nos. 340 and 342 and 
saw hammers at list net. 

Sargent & Co.—Sargent & Co., 
nounces under date of July 21 that because of increasing 
costs they have made a general advance in prices of ap- 
proximately 10 per cent to take effect at once. Including a 
few lines, several of which we have already announced, all 
articles in the company’s catalogue to page 1065 New, have 
been increased about 10 per cent. Liquid door checks were 
advanced July 18; bright wire goods and cup and screw 
hooks on July 18 and planes July 15. Molasses gates, scale 
beams, squares and padlocks have also been advanced. New 
prices are now in course of preparation to be issued soon. 

Saw Vises and Floor Scrapers.—E. C. Stearns & Co., Syra- 
cuse, N. Y., are quoting the following revised prices, namely: 
Saw clamps No. 0 Stearns per doz., $6; and No. 3 Stearns, 
per doz., $10. Stearns floor scrapers No. 10 are each $13. 

Soldering Irons.—The American Electrical Heater Co., De- 
troit, Mich., quote soldering irons at $8, $11 and $13.50 each. 

Solidhed Tack Co.—The Solidhed Tack Co. and Hawkes- 
Jackson Co., 37-39 Murray Street, quotes ‘‘Solidhed’’ eyelet 
pliers, per doz., $14, and ‘‘Solidhed” eyelets per 1000, 60c. 

Spring Hinges and Door Springs.—The Bommer Spring 
Hinge Company, 263 Classon Avenue, Brooklyn, N. Y., quotes 
spring hinges and door springs as follows, namely: Pivots, 
ball bearing, 15-10 per cent; Bommer spring butts, 10-5 per 
cent; vertical spring pivots, 30 per cent; horizontal spring 
pivots, 30-5 per cent; lavatory clamp flange, 10-5 per cent; 
screen door hinges, adjustable tension, No. 2000, 40-10-5 per 
cent; screen door hinges, adjustable tension, Nos. 2100 and 
2200, 25-10-5 per cent; screen door hinges, non-adjustable ten- 
sion, Nos. 900 and 960, 10 per cent; and screen door sets, 
Nos. 900 and 960, 10 per cent discount. Door springs, style 
No. 2400, 35 per cent, and style No. 2500, 16 2/3 and 7% per 
cent discount. 

Sprinklers.—The Elyria Specialty Co., 209 Elyria Building, 
Elyria, Ohio, quotes ‘‘Even-Spray”’ clothes sprinklers at $1 
per doz. or $10.80 per gross. 

Steel Squares.—Sargent & Co., New Haven, Conn., and 
New York, on July 25 advanced their prices on steel squares 
approximately 15 per cent. 

Steel Tapes.—Wiebusch & Hilger, Ltd., 106 Lafayette 
St.. New York, quote an advance on Chesterman’'s Steel 
Tape No. 1038L, ete., of which they are selling representa- 
tives in the U. S. A., at list plus 20 per cent. 

Towel Bars and Gauge Glasses.—Durand-Koering Glass 
Co., Ine., Vineland, N. J., quotes as follows: Towel bars, 
1 x 30 in. crystal glass with nickel plated fixtures complete, 
each $1.05; 5 x 24 in., crystal glass with nickel plated 
fixtures, complete, each 50c. Gauge glasses, high pressure, 


x 5 


5, x 12 in., per doz., $2.20; 5 x 16 in., per doz., $2.93; low 
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Office of HARDWARE AGE, 
Chicago, August 2, 1919. 

UST now the labor situation is the most serious 

problem confronting business men in the Chicago 
district. During the past week the employees of both 
the surface and elevated railway lines walked out with- 
out notice and manufacturers and jobbers have faced 
the extra problem of getting their employees to their 
work. Coming at a time when local jobbers have been 
putting in overtime in an effort to attend to orders, 
it threatened to seriously affect deliveries. However, 
most of the factories and wholesale houses are using 
their trucks to get the help to and from work, and 
business is going on as usual. In addition to the strike 
on the transportation lines there are both strikes and 
lockouts in the building field, that have practically 
tied up all building operations. There are also strikes 
in many of the local manufacturing plants, in some 
cases the men walking out without giving any reasons 
or making any demands. Serious race riots in various 
parts of the city have also interfered with sales and 
deliveries of hardware items. On the whole, however, 
business in this section is good. Orders are coming 
in from the retail trade in satisfactory volume, while 
the consumer is buying his wants as freely as at any 
time in the past. 

The market during the past week has been strong, 
with a decided upward tendency. Jobbers have re- 
ceived more notices of price changes than during a 
similar period for months past, and practically all the 
changes are in the nature of advances. 

Manufacturers of padlocks have advanced prices from 
5 to 10 per cent, and local jobbers are preparing to 
make similar advances, which will be announced next 
week. 

Makers of Nestor Johnson ice skates advanced their 
prices 10 per cent on July 31. Jobbers predict further 
advances before very long. 

Manufacturers have notified jobbers of an advance 
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pressure, 54 x 12 in., per doz., $1.44; 
$1.92, all net. 

_ Tubular Lanterns.—The R. KE. Dietz Co., 60 Laight Street, 
N. Y., quotes the following revision of prices, namely (all 
per doz.) : Wizard short globe lantern, $12.50; Little Wizard, 
$10.05; Large Fount Wizard, $13.80; Victor, $8.45; Monarch, 
$8.45 ; Junior, $9.25; Buckeye, $12.30; No. 2 Blizzard, 
912.50; Junior Wagon, $15.95, and Auto, plain lens, $34.90. 

Valve Grinder.—The M-B Tool Co., Danielson, Conn., 
quotes the M-B valve grinder, listed per doz $12, subject 
to 40 per cent discount. 

Varnish and Paint.—The Hilo Varnish Corporation, Marcy 


and Flushing avenues, Brooklyn, N. Y., quote revi:ed prices 


5, x 16 in., per doz., 


as follows: Hilo flat finish varnish, per gal., $4.50; Hilo 
floor finish, per gal., $5; Hilo varnish remover, per gal, 
2.50, all subject to a discount of 25 and 10 per cent. On 


paint the quotations are revised as follows: Hilo Molman- 
ite white enamel, per gal., $8; Hilo Compo Coating (flat wall 


enamel), per gal., $4.50. Subject to a discount of 35 and 10 
per cent. 


: Vehicles.—The Arden Mfg. Corp., 450 E. 146th Street, New 
York, manufacturing children’s vehicles, quotes the ‘Roly- 
Mobiles” each $4 to $16. 

Warehouse Trucks.—The McKinney Mfg. Co., Pittsburgh, 
Pa., quotes revised prices on warehouse trucks as foliows: 
No. 1-A, each $26.50; No. 1, $24.50, and No. 2, $22.50 each. 

Washers.—The Edwards Mfg. Co., Middletown, Ind., quotes 
as follows: Favorite washers, each $4.85, and Pertection 
washers, each $5.35, effective from Aug. 1. 


Washing Machines.—The Woodrow Mfg. Co., Newton, Ia., 
quotes revised prices on washing machines, as follows: 
No. 5, Tilting Twin, power, each, $59.50, and No. 6, Tilting 
Twin, electric, each $87.50. 

Washing Machines and Wringers.—The Eagle Woodenware 
Mfg. Co., Hamilton, Ohio, quotes Hydra Water Power wash- 
ing machines at $15 each. Janitor wringers, mop and bucket 
combined (20-qt. instead of 22-qt. as formerly), are $24 
per doz. 

Wire Goods Company.—The Wire Goods Co., Worcester, 
Mass., quotes revisions as follows, namely: Broilers, com- 
mon, 40 per cent discount; elastic steel door mats, 30 per 
cent discount; hat and coat hooks, Crown, 60-10 per cent; 


Chief, 60 per cent, and Chieftain, 60 per cent discount; 
Bright wire goods, 87%-10 per cent; brass wire goods, 
87%4-10 per cent., and cup and shoulder hooks, 75-10 per 


cent discount; garment hangers, common, 17 in., No. 0411, 


per gross, $3.35, and Tourists’ garment hangers, folding, 
nickeled, per doz., 75c. 

Wire Stretchers.—F. J. Townsend, Painted Post, New 
York, quotes wire stretchers at $14.50 per doz. 
_Wrenches.—Bemis & Call, Springfield, Mass., quote re- 
visions in prices as follows: Briggs Pattern wrenches, 10 
per cent; steel handle screw wrenches, 10 per cent; wood 
handle screw wrenches, 10 per cent. 

Wrenches.—The Lakeside Forge Co., Erie, Pa., quotes 
drop forged wrenches at 3344 per cent discount, and ad- 
justable wrenches at 40 per cent discount. 

Wrenches.—The Whitman & Barnes Mfg. Co., Akron, 
Ohio, quotes wrenches as follows: Agricultural, 50 per 


cent; Alligator pattern, Bull Dog, 50 per cent.; Machinists’, 
knife handle, case lots, 10 per cent; less than case lots, 
7% per cent.;: Railroad Special, 10 per cent, and less than case 
lots, 714 per cent discounts from list. 
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of 12% per cent on all leather and canvass goods, such 
as holsters, gun cases, hunting coats, etc. This advance 
goes into effect Aug. 1. It is rumored that there will 
be still another advance before Sept. 1. 

The makers of bicycle pumps are reported to have 
decided on higher prices for this item and local jobbers 
are expecting to follow their lead. 

Jobbers are more convinced every day that they are 
going to have difficulty in getting full assortments of 
stoves and ranges when they get into the season. 
They report the factories slow in shipments, with labor 
disturbances among the moulders that will tend to keep 
them slow. It is reported that a number of the stove 
manufacturers have withdrawn their men from the road 
because of the fact that they are only able to work 
their factories at from 50 to 75 per cent of capacity. 
Some of the makers have advanced prices as much 
as 10 per cent, and claim that there will be shortages of 
stoves when the real stove season is on. 

There is a peculiar situation existing with regard to 
wire and nails. Several of the independent makers 
have advanced prices on nails, and some of them have 
made similar advances on wire products. The principal 
interests, however, had made changes up.to the t'me 
this report was written. It seems probable that higher 
prices will soon be general, possibly before this report 
reaches the reader. 

Axes.—Conditions in the axe market are showing some im- 
provement particularly in the number of orders booked for 
future shipments. Dealers who have been expecting lower 
prices have evidently reached the conclusion that the de- 
clines are out of the question at this time, and are placing 
their orders. No price changes of any kind have heen re- 
ported for unhandled axes. 

We quote from jobbers’ stocks, f.o.b. Chicago: First 
quality single bitted axes, 3-lb. to 4-lb., $14 per doz. base. 

Alarm Clocks.—The alarm clock situation is still a serious 
one. Manufacturers are reported to be from eight to ten 
months behind with their orders, while the demand shows 
no let-up. The shortage is due in a great measure to the 
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reduced output of the clock factories, caused by inability to 
get experienced help. Jobbing stocks are in badly broken 
conditions and local concerns are taking orders subject only 
to stock on hand. Dealers who have not placed orders to 
cover fall demand are advised to do so at once in order 
to insure deliveries. 

We quote from jobbers’ stocks, f.o.b. Chicago The Amer- 
ican alarm clock, in less than dozen lots, $11.04 per doz.; 
dozen lots, $10.64 per doz.; case lots of 4 doz., $10.37 per 
doz.:Lookout alarm clocks, less than dozen lots, $13.87 ber 
doz.: dozen lots, $13.46 per doz.; case lots of 2 doz., $13.07 
per doz.; Tattoo alarm clocks, dozen lots, $25.45 per doz. ; 
case lots of 50, $24.85 per doz. Slumber Stopper, radium 
dial, dozen lots, $32.15 per doz. Big Ben and Baby Ben, $2 
each. 

Babbitt Metal.—There is a steady demand for babbitt 
metal, jobbers and retailers both reporting very satisfactory 
business. Much of the present demand is coming from the 
agricultural districts, where babbitt is used in connection 
with harvesting and threshing machinery. Prices on babbitt 
metal have been firm for several months past and any 
changes will probably be in the nature of advances. 

We quote from jobbers stocks, f.o.b. Chicago: Standard 
babbitt metal, in full boxes, 9c. per lb; Revenoc brand, in 
full boxes, 18c. per Ib. 

Coil Chain.—There is an exceptionally heavy demand for 
coil chain at this time, coming mainly from the farming 
districts, where it is used in connection with haying and 
harvesting operations. Dealers in the small towns report 
unusually heavy sales, and in many cases stocks bought to 
cover the season have been sold in about half the usual time. 
The advance reported last week is being firmly held by local 
jobbers, who do not see any evidence of lower prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
proof fire-welded coil chain, % in., 9c. per Ib. 

Eaves Trough and Conductor Pipe.—The movement of 
eaves trough and conductor pipe continues to be very satis- 
factory from both the jobbing and retail standpoints. The 
largest sales are those for repair work, a great deal of which 
is in progress at this time. The new buildings in course of 
construction have not as yet reached the stage where con- 
ductor pipe and eaves trough are needed, and the building 
lockout seems liable to hold back demands from this source. 
Prices are firm but unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, 
lap joint eaves trough, 5 in., $5.15 per 100 ft.; 29-gage con- 
ductor pipe, 3-in., $6 per 100 ft. These prices are for full 
crate lots. 

Files.—File sales continue to show marked improvement, 
being much heavier than those of last year. Machinists and 
carpenters are said to be the chief buyers. Local jobbers 
report their stocks in very fair condition, with deliveries 
from the jobbers all that could be expected. In our last 
week’s quotation, through error, the discount on Nicholson’s 
files was given as 57% per cent. This should have been 
50-7% per cent. 

We quote from jobbers’ stocks, f.o.b. Chicago; Nicholson 
files, 50-74% per cent; New American, 60 per cent; Disston, 
50-10 per cent; Black Diamond, 50-5 per cent. 


Glass, Putty and Glaziers’ Points.—Sales of glass, putty 
and glaziers’ points show a decided falling off during the past 
week due to the building tieup. Dealers’ stocks in this 
district are very low and jobbers are not carrying as much 
glass as during normal times. It is reported that the manu- 
facturers who have been carrying large stocks on hand have 
cut them materially during the past two months and early 
resumption of building operations will soon make itself felt 
in the glass market. Present prices are firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength B, first 
three brackets, 77 per cent off; all sizes of double strength 
A, 79 per cent off. 

We quote from jobbers’ stocks, f.o.b.’ Chicago: Putty, in 
100-lb. kits, $94.25; glaziers’ points, No. 1, No. 2 and No. 3, 
1 doz. to a package, 65c. per pkg. 

Guns and Ammunition.—The situation with regard to guns 
and ammunition is practically the same as for some months 
past. Guns are not plentiful and in fact there are shortages 
in some lines. Similar conditions exist with regard to 
ammunition as many of the firms engaged in munitions 
making during the war have now resumed the manufacture 
of their old lines. This leaves very few companies in the 
field making ammunition for domestic use. Local jobbers 
predict that there will be a shortage of practically all kinds 
of firearms later in the season and they are advising deal- 
ers to place orders. No price changes have been reported 
this week. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel competition shotguns, 12-gage, 30 or 32 in. barrels, plain 


extractor, $7.15 each; with automatic ejector, $7.40 each; 
Standard shotguns, 12-gage, 30 or 32 in. barrel, plain ex- 
tractor, $8.35 each; with automatic ejector, $8.75 each; 


double barrel guns, 12-gage, with hammers, $17 each; ham- 
merless, $20.25 each. No discount. 

No. 22 short semi-smokeles cartridges, $5 per thousand; 
No. 22 short semi-smokeless, rim fire, $11.75 per thousand; 
No. 22 long semi-smokeless, $6 per thousand; No. 32 long 
semi-smokeless, rim fire, $13.50 per thousand. Discounts, 
10-71%, per cent. Peters’ target shells, smokeless, 5 drams 
powder, 1% oz. shot, 1 to 10, $40 per thousand; Peters’ 
Referee semi-smokeless, 3 drams powder, 1 oz. shot, 1 to 10, 
$37 per thousand. Discounts 15. 
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Galvanized Ware.—While there have been no advances on 
galvanized ware during the past week, jobbers are expecting 
prices ‘to go higher on account of the advance in galvanized 


sheets. Manufacturers state that their cost of production is 
increasing steadily and this presages higher prices. Local 
jobbers report their sales on a very satisfactory basis. Stocks 


are in good condition, although neither the local jobbers nor 
retailers are carrying any surplus. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $7.15 per doz.; No. 1, $8.80 per doz.; 
No. 2, $10 per doz.; No. 3, $11.55 per doz.; medium grade, 
heavy galvanized tubs, No. 100s, $13.25 per doz.; No. 200s, 
$15 per doz.; No. 300s, $16.75 per doz.; common galvanized 
pails, 8-qt., $2.70 per doz.; 10-qt., $3.10 per doz.; 12-qt., $3.35 
per doz.; 14-qt., $3.75 per doz.; 16-qt., $4.65 per doz. 

Garden Hose.—The unusually dry season has greatly in- 
creased the demand for garden hose and despite high prices 
the better grades seem to be more in demand than the 
cheaper ones. As a usual thing at this season of the year 
sales of garden hose from jobbing houses are at a standstill 
but this summer has proved an exception. The season is 
approximately from three to four weeks late. Local jobbers 
report a steady flow of small individual orders. Prices re- 
main as last quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Crow brand 
Competition hose, not guaranteed, in 50-ft. lengths, 10c. per 
ft.; 3-ply, %4-in. guaranteed hose, 12c.; 3-ply, %-in. guar- 
anteed hose, 15'c.; 4-ply, %4-in. guaranteed hose, l4c.; 4-ply, 
%-in. hose, 17c. 

Wood Handles.—The demand for wood handles is very 
heavy at this time on acount of haying and harvesting work. 
Orders are coming in daily from dealers and local jobbers 
are experiencing difficulty in meeting the demand. There is 
a distinct shortage of hickory timber such as is used in fork, 
axe and similar handles. Local jobbers say that advances 
would prove no surprise. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hick- 
ory axe handles, $3.75 per doz.; No. 2 hickory, $3 per doz.;: 
extra quality hickory, $4.50 per doz.; No. 1 railroad pick 
handles, $4.50 per doz.; second growth hickory hatchet and 
hammer handles, 14-in., $1.50 per doz.; medium quality, 14- 
in., 85c. per doz. 

Jack Screws.—While the building conditions have tended 
to cut down sales of jack screws in the city proper, sales in 
the country districts are as heavy as ever. This is ac- 
counted for by the large amount of road work in progress. 
Local stocks are in good condition, and jobbers are able to 
make prompt deliveries. 

We quote from jobbers’ stocks, f.o.b. Chicago: Jack screws, 
standard makes, 40-10 per cent discount from lists. 


Lanterns.—The retail trade in general is accepting deliv- 
ery on lanterns in large quantities and from present indica- 
tions, lantern sales for the year will be in excess of those 
during the 1918 season. There have been no shortages evi- 
dent, although jobbers say that deliveries from the factories 
are slow. Prices are very firm and there seems nothing to 
indicate any decline. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns, No. 0 tubular, $6 per doz.; No. 2 tubular cold blast, 
$8.65 per doz. 

Lace Leather.—Lace leather continues to sell heavily, a 
large part of the output now seling in the farming districts. 
Retailers in the northwest report their lace leather sales far 
in excess of those of former years. Prices were advanced 
recently and further advances would prove no _ surprise. 
Local jobbers have only fair stocks on hand. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rawhide 
lace leather, * in., $1.80 per 100 ft.: 14 in., $2.20 per 100 ft.: 
Chrome lace leather, % in., $1.32 per 100 ft.; % in., $1.65 per 
100 ft. 

Nuts and Bolts.—Retailers report heavy sales of nuts and 
bolts at this time, machine bolts selling exceptionally well. 
There is still a tendency on the part of the retailer to buy in 
small quantities and as a result retail stocks are below 
normal. Jobbers say that there is nothing to indicate lower 
prices and that if any changes are made they will be in the 
nature of advances. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to % x 4 in., 50-10-5 per cent off; larger sizes, 40-5 
per cent off; carriage bolts, up to *% x 6 in., 50-5 per cent 
off; larger sizes, 30-10 per cent off. Lag screws, 50-10 per 
cent off; stove bolts, 75 per cent off: tire bolts, 60 per cent. 

Wire Nails.—Several of the independent makers have ad- 
vanced prices on wire nails but the leading interest has as 
yet made no changes. Local jobbers are still selling at the 
old prices but advances may come at any time. There is a 
decided scarcity of all roofing and shingle nails and it is 
almost impossible to get any of the large head nails. De- 
liveries on the standard sizes have shown some improve- 
ment lately and jobbing stocks are in fair condition. Prices 
are very firm with an upward tendency. 

We quote from jobbers’ stocks, f.0.b. Chicago: 
wire nails, $3.90 per keg base: cement coated nails, 
keg base. 

Rope.—Despite the fact that sisal fiber has taken several 
declines within the past two weeks, rope prices are un- 
changed. This is due to the fact that the rope manufactur- 
ers still have large stocks of sisal on hand bought at the 
old high prices. It seems inevitable that lower prices on 
sisal rope will be put into effect in the near future and it is 
very probable that there will be sympathetic declines in 


Common 
3.50 per 
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manila rope. However, local jobbers do not expect any radi- 
cal declines in the manila product. Declines at this time will 
not seriously affect the retail trade as the rope season is now 
practically over. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: No. 1 ma- 


nila rope, 27%c. per Ib. base; No. 2 manila, 26%c. per Ib. 
base; No. 3 manila, 24%4c. per lb. base; No. 1 sisal, 23%4c. 
per lb.; No. 2 sisal, 204c. per Ib. 


Roofing and Building Paper.—Although building operations 
locally are practically at a standstill there is still a good de- 
mand for roofing and building paper, mainly for repair pur- 
poses. The recent advance in prices has tended to increase 
rather than curtail the demand. Local jobbing stocks seem 
ample to meet all requirements. 

We quote from jobbers’ stocks, f.o.b. 
roofing, 1 ply, $1.78 per sq.; 2 ply, $2.29 per sq.; 3 ply, $2.80 
per sq.; Major roofing, 1 ply, $1.48 per sq.; 2 ply, $1.84 per 
sq.; 3 ply, $2.25 per sq.; Sentinel roofing, 1 ply, $1.13 ig sq.; 
2 ply, $1.34 per sq.; 3 ply, $1.55 per sq.; tarred felt, $3.25 per 
100 lb.; red and gray rosin paper, $50 per ton. 

Screws.—The demand for screws seems fairly up to normal, 
with deliveries a trifle slow. Local retailers report decided 
increases in sales during the past three or four weeks. 

We quote from jobbers’ stocks. f.o.b. Chicago: Flat head 
bright screws, 771%4-20; flat head brass, 60-20; round head 
brass, 5744-20; round head blued, 75-20. 

Spark Plugs.—The demand for spark plugs is heavier than 
usual this year, probably due to the fact that a great num- 
ber of vacations are being taken in motor touring. Retailers 
throughout the Chicago district report sales far in excess of 
those for last year. The manufacturers are reported as be- 
ing behind with their orders and local jobbers find it diffi- 
cult to obtain enough plugs to meet their requirements. 
Prices remain the same as last week. 
stocks, f.o.b. Chicago: oe 
65c. each; lots of 50 to 100, 62% 
each; lots of 100 and upward, 60c. each; Hercules Pt 
lots of 1 to 100, 40c. each; lots of 100 to 150, 37%c. each; 
lots of 150 and upward, 35c. each. Hel-Fi standard spark 
plugs, lots of 1 to 50, 45c. each; lots of 50 to 100, 42%c. 
each; lots of 100 and upward, 40c. each; Hei-Fi Superspark 
plugs, lots of 1 to 50, 65c. each; lots of 50 to 100, 62%c. each; 
lots of 100 and upward, 60c. each. 

Sand Paper.—Sand paper sales have dropped slightly dur- 
ing the past week but this is a temporary condition due to 
the strikes in the building trades. Furniture and automobile 
manufacturers are said to be buying large quantities of sand 


Chicago: Certainteed 


We quote from jobbers’ 
Giant, lots of 1 to 50, 
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paper at this time, 
exceedingly large. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $5.40 per ream; cheaper grade, 
$4.85 per ream. 

Solder.—Solder continues to move freely, 
amount of repair work in progress. 
dicate any shortage in the market, 
able to fill all orders promptly. 
seem firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Warranted 
50-50 solder, case lots, 40c. per lb.; No. 1 plumbers’ solder, 
case lots, 34c. per Ib. 

Steel Sheets.—The sheet mills in this district are sold up 
for several months ahead and there is increasing talk of 
still higher sheet prices. Some of the independent mills have 


and this makes the aggregate of sales 


due to the large 
There is nothing to in- 
and local jobbers are 
Prices are unchanged, but 


_ quit quoting prices on galvanized sheets on account of the 


advances in spelter. The jobbing advances noted last week 
are held firmly, and there is no disposition toward cutting. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 28 black 
sheets, $5.62 per 100 lb.; No. 28 galvanized, $6.97 per 100 Ib. 

Sash Weights.—Sash weight sales have dropped off ma- 
terially in the last two weeks on account of the tie-up in 
building operations. This condition is only temporary, how- 
ever, as there are many unfinished buildings in which weights 
must be used. Prices were recently advanced on account of 
the increased cost of labor. Local jobbers are carrying com- 
paratively light stocks, preferring to have any large ship- 
ments made from the foundries direct. 

We quote from jobbers’ stocks, 
weights, in ton lots, $46 per ton; 
per ton. 


Stove Pipe and Stove Board.—With the advance in steel 
sheets, it seems reasonable to expect higher prices on stove 
pipe in the near future. It is well to remember also, that 
prices of this commodity usually go higher at the opening 
of the selling season. Jobbers report no surplus stocks, and 
dealers who have not already placed orders may experience 
difficulty in getting stocks. The manufacturers of stove 
boards have announced an advance of 7% per cent on the 
wood lined, and 5 per cent on the paper lined boards. Local 
jobbers are revising their quotations to correspond with the 
advance. 

We quote from local jobbers’ stocks, f.o.b. Chicago: Stove 
pipe, 30-gage, 6 in., $14.50 per 100; 28-gage, 6 in., $17.25 per 
100; elbows, heavy corrugated, 6 in., $1.80 per doz.; medium, 
6 in., $1.50 per doz.; common adjustable, $1.60 per doz. 


f.o.b. Chicago: Sash 
in less than ton lots, $48 











Mill and Hardware Supplies 


The second and fourth issues of each month 
contain 7 other pages of hardware prices 


BARS—Crow— 
Steel Crowbars, 10 to 40 ib., 
@9%¢e 
Pinch Bars, 10 to 40 Ibd., 
8% @9%?¢ 


BEAMS—Scale— 
Chatillon’s No. 1, 
List Sept. 25, 1918 
200 300 400 600 1000 lb. 
$3.00 $4.00 $6.00 $8.00 $14.00 
Chatillon’s No. 2 25% 


& W., 
List ‘Sept. 25, 1918—16% % 
Sargent & Co., 
List Sept. 7, 1918—16%% 


BELTING—LEATHER— 
From No. 1 Oak Tanned Butts. 


Belting, Ex. Hvy., 18 0z....35% 
Beliing, Heavy, 46 OF.<s<5% 40% 
Belting, Medium, 14% oz...45% 
Belting, Light, 13 oz....... 50% 
Recond Quality, Sides.......55% 


Becond Quality, Shoulders. % 
omg — Lacing, Strictly, o 
5 


cae Lacing Sides, per “ 
ft. Raw Hide, No. 1 in 
sides 17 sq. ft. and over...47¢ 


Onder 17 8. ft.wccccccces 5¢ 
Rubber— 
Competition (Low Grade) .50&10% 
ee 40&10% 
Seer 85% 

BLOCKS—Tackle— 

Oommon wooden............80% 
DE ieee sehueeuGss ease 30% 
Drill— 

Athol Machine Co.: 
Drill BipeRs.... 2.22.05 List net 
Bolts— 
Carriage, Machine, &c.— 


Common Carriage (cut thread): 
% « 6, and smaller. ..40&10% 

Common Carriage (rolled thread): 
%& z 6, and smaller. .40&10&5% 
Larger or longer. ..30&10&10% 


Phila., Eagle, $3.00 list... .60% 
Bolt Ends, H. P. Nuts...... 40% 
Machine (cut thread): 
3% a 4, and smaller...... 50% 
Larger or longer......... 40% 


CHAIN—Proof Coil— 
American Coil, Straight Link: 
3/16, $18. 00; %, $15.00; 5/16, 
12.50; %, $11. 00; 7/16 
$10.50; %, $10.25; %. $9.75; 
$0. $9.50; , $9.25 1 in., 


DRESSING—Belt— 

Jobbers’ Mfg. Company: 
Blue Ribbon, Stick, ® I. .30¢ 
Paste, 5 & 10 M. cans, 

Or eer 30¢ 

Liquid in gal. cans, @ gal.$3.00 

DRILLS AND DRILL 
STOCKS— 

Twist, 


Bit Block... 50&10% 
— 


oo and Straight 


Wire 7 Jobbers’ and R. 
BiGcksmth .cceccccseses 15% 
Brace Drills for Wood. 2 150&10% 
EMER Y—Turkish— 
Out of market at present time. 
Domestic, lb. 10¢ 
HAMMERS AND 


SLEDGES— 

ky. SER eee 45&5% 
ae ae, nee  « 45&£10% 
OILERS— 

Steel, Copper Plated........ 60% 
Chace, Brass and Copper....10% 
Railroad, coppered..... 3314 &5 % 
Chace, Zine Plated.......88%% 
Ratiroad, bass ...000000 20&5 % 
PICKS AND MATTOCKS— 
ie OE Cee 30% 
Contractors’ Picks.......... 25% 
ROPE— 

Eastern Retail Trade. Per lb. 


Manila, 5% in. diam, 
Bimhest Grads .6cccsvsveck 
Second Gradé........ 
Hardware Grade. 


and larger: 
27 





Sisal, % in. diam. and ‘larger: 4 
Highest i, MT Ee 23¢ 
Booend Grade .occccsceccs 20 


Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
ay ually ¥, 23%¢; second 
20 


Yar 
First smitten i eihensne ou 23¢ 
‘ne, eee 20¢ 

Cotton Rope: 

Best 5/16-in and wer, 
49@50¢ 
Medium, 6/16-in. and pooh 
47 @48¢ 
Third Gr., 5/16-in, and 
TPG .cvce eaiea el 45@46¢ 

Jute: 

No. 1, %4-in. and up...... 19¢ 
No. 2, %4-inm. and up..... 17 %¢ 


SAWS AND FRAMES— 
Hack— 
Saws, 6 to 14 in. inc.......25% 
Saws, Machine Blades, 
1D 80 14 GBiscccvee ---10&10% 


“ge Frames— 


Iron, adj., A rere nn $3. 
Steel, adj., ry to 12 in., per a. 
17. 


a 


¥ 

02 
Steel adj., steel hdle., per ~.. ins 
Adj. Pistol-Grip, per doz...$17.80 


SCREWS— 

Coach, Lag and Jack— 
Lag, Cone Potmt...ccceers 50&£10% 
Coach, Gimlet Point..... 50&10% 

Jack Screws— 
Standard TAst....ccccsees 40&5% 
Machine— 

Cut Thread, Iron, 
Flat Head or Round Head, 
60&10% 
Fillister or Oval Head, 
50&10% 
Brass: 


Flat Head or Round Head, 
50&10% 
Fillister or Oval Oe 
40&10% 


Rolled Thread Iron, F. H. or 
Se One 80, &10 
Fillister or Oval Head....80% 
“oe iy — 


OF Be Bh.cc 200.0% 60&10 

Piller’ or Poul Head..... 60% 
Set and Cap— 

ae ere 663% &7 % % 


Set (Steel) net advance over 


i MPU RA Tree ee ee 25% 
Ce. BE Ciscesccvevses 60K&5% 
Bes, Md. CaPrcccacveosdd 60&5 % 

Fillister Head Cap........ 45% 

Wood 
Flat Head, Iron...77¥%&10&10% 
Round Head, Iron...75&10&10% 
Flat Head, Brass....60&10&10% 


Round Head, Brass .57 %&10&10% 
Flat Head, Bronze... .55&10&10% 
Round Head, Bronze 

52% &10&10% 
Sag DIES AND 


Set. 1 
Hand Taps, % to 1 Macccos 45% 
ome Taps, smaller than 4 


‘12° in. 
M. 8. heer Taps, larger.. 
TURNBUCKLES— 

No. 195, Japn’d, per dozen.$1.20 

National Mfg. Co. Screen Door. 


TRUCKS—Warehouse, «c. 
ag Mfg. Co.: each, net 
oe 50; do. 2, $18.50; 
» $15.5 
WASHERS—Cast— 


Over on, barrel lots, 
SOO GR. sccvcevevsasvecds $8.00 


Iron or Steel 
Per 100 1b. 


5/16 % 
$13.40 12.50 
11.20 


Size bolt 
Washers 


WRENCHES— 
Agricultural 4 
Alligator or Crocodile....... 50% 
Drop Forged 8......6+.06 ++ -30% 
Stillson pattern.......... 60&5 % 
Genuine Walworth Stillson, 
50&10% 





METALS— 
Tin— 

se | eee 74@ The 
MP crea wicwaccerenes 80@85¢ 
pA pig, 99 per cent, 

TO@72¢ 

Copper— 

Lake Ingot = > ee 
Electrolytic - 24@25¢ 
So ee ee ee 24@25e 


Spelter and Sheet Zir«e— 

Western  spelter 

Sheet Zinc, No. 9 base, Cast 
12¢; open, 13¢ 


Lead— 

American pig...Per ., 6%@7¢ 
Be 66 cdceenes Per lb., TAWMd we 
Solder— 

% x W% guaranteed.......... 45¢ 
MO. 2 covcccccesccccccccces 40¢ 
Bee ee eee 

Prices of solder indicated by 
private brand vary according to 


composition. 
Babbitt Metal— 


Best grade, per ™...........§ ¢ 
Commercial grade, per lb..... 50¢ 
Antimony— 

Asiatic, per T™.......0< ove eck 
Alaminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per ™...... B5@37T¢ 
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We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
ers’ tacks, 6-0z., 25-lb. boxes, 15%4c. per Ib.; bill posters’ 
tacks, 6 oz., 25-lb. boxes, 15c. per Ib. 

Wheelbarrows.—The stopping of building in Chicago seems 
to have had very little effect on the sales of wheelbarrows, 
which are moving out of jobbers stocks as fast as they can 
be obtained from the manufacturers. Much of the demand is 
coming from contractors engaged in road and repair work. 
Many of the Middle Western states have recently voted 
large appropriations for road construction, and the demand 
for barrows will probably stay at a high level. 

We quote to retailers, f.o.b. Chicago: No. 4 tubular bar- 
rows, all steel, $7 each; common tray or stave barrows, $2.25 
each; angle leg garden barrows, $4 each. 

Wire Products.—The wire situation is peculiar at the 
present time. Several independent makers have advanced 
prices on barb and plain wire, while the leading interests 
have held to the old prices. However, there seems to be a 
general feeling that prices are to go higher, although no very 
radical advances are expected. Retailers report a falling off 
in sales of barb wire and fencing, but this is due to the fact 
that the farmers are too busy with their crops to bother 
with fence work. Poultry netting is also selling slowly. The 
demand for wire cloth is exceptional. Usually the jobbers 
are practically through selling wire coth at this season of 
the year, but this year the sales are running high, with 
very little falling off as yet. It looks as though there would 
be mighty little wire cloth carried over in this section of 
the country. 

We quote from jobbers’ stocks, f.o.b. Chicago: Painted 
barb wire, $4.05 per 100 lb.; galvanized barb wire, $4.75 per 
100 lb.; No. 9 plain wire, $3.65 per 100 lb.; No. 9 galvanized 
wire, $4.35 per 100 lb.; staples, plain polished, $4.05 per keg. 

We quote from jobbers’ stocks, f.o.b. Chicago: Poultry net- 
ting, galvanized before weaving, 50 per cent discount; gal- 
vanized after weaving, 45 per cent discount. 
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Wire Cloth.—We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 12-mesh black, from $2.15 to $2.25 per 100 sq. ft. base. 
This price is for sizes from 24 in. to 48 in. Sizes below 24 in. 
are 10c. per hundred higher, sizes above 48 in. are 40c. per 
hundred higher. 

Game Traps.—Game traps are moving well in barrel lots. 
Reports from retailers in Michigan, Illinois, Wisconsin, Min- 
nesota, Iowa and other nearby states indicate that the trap 
season will be a heavy one. Fur prices are the highest in 
years and the demand seems to be growing. This fact is 
inducing many to make trapping a winter vocation, and in 
some sections retailers are already making trap sales. Job- 
bers expect present prices to hold for the balance of the 
season. 

We quote to retailers, f.o.b. Chicago, game traps as fol- 
lows: 


Per Doz. 
— D7 Per Doz. 
Victor— With Without New house— with 

Size Chains Chains Size Chains 
be eee $1.40 $1.07 Wet “Osea ds eeseucedes $3.28 
1 ae 1.65 1.23 Bel Wideuaecenuwaasalen 3.85 
No. 1%.... 2.48 1.98 DG MOG aeackeokesueal 4.48 
iy Ser 3.46 2.96 1 | en ae 4.88 
Nee Siesces 4.89 4.19 IMO ROS cavicawakeceus 5.78 
No. 4$..0+.. &8F 5.16 ey EE Wwe kaadenaxd 6.93 
No. 98;...... 2 1.89 Pe EGE ecweneweenane 7.33 
No. 91%4.... 3.29 2.81 ey Oi phavecicceweses 8.54 
Oneida Jump— WOO Bi eecedeancaxes 13.44 
ee (Oca $1.91 $1.46 a) 10.56 
We” “Re scccc eee 1.69 UGA Sl enxaaccvdehean was 11.39 
No. 1%.... 3.36 2.69 Wes DM acctccccacces 15.05 
No. 2...... 4.94 4.23 Oe.  davesacausnccud 13.44 
a ee 6.58 5.63 EG, “BU aacinandkdacs 33.75 
Be ~“Biesaes 7.75 6.80 AG) (DP axes ccncawuwn cs 100.00 
No. 91...... 2.81 2.23 Ble, (Oi aacctcusdasnes 227.81 

No. 911%4.... 3.99 3.28 


BOSTON 


Office of HARDWARE AGE, 

Boston, August 2, 1919. 
URING the first six months of this year savings 
bank deposits in Massachusetts alone increased 
some $50,000,000, as compared with those for the cor- 
responding period last year. That increase of $50,- 
000,000 means people are prosperous, and being so, 
business naturally is excellent. The hardware business 
is no exception. In Maine, New Hampshire, Vermont, 
Rhode Island and Connecticut, as well as Massachu- 
setts, the retail hardware fellow’s sales, as a rule, are 
normal or better, which explains why local jobbers 
did a record-breaking business in June and July. As 
to.the future, the average retail house we have talked 
to since last reports is convinced that goods are going 
to be scarce this fall and winter. Some of them go so 
far as to predict goods will be scarcer than at any 
period during the war. Everybody feels prices are more 
likely to be higher than lower. Everybody, therefore, 
is placing large orders for fall and winter goods, being 
firmly convinced the public consumption of hardware 
will be large. Jobbers and manufacturers we have 
talked with feel the same way. When everybody is 
optimistic it’s certain that business will continue good. 
here is a scarcity of desirable factory hands, job- 
bing stock room help, chauffeurs, drivers, every kind 
of labor connected with the hardware business, in fact. 
It is the same in every other business. When a job- 
hing hardware house gets a good man it is sometimes 
difficult to hold him. One heavy hardware jobber 
iwforms us it had a fellow in the stock room who was 
an A-1 man. The house gives its office help two weeks 
vacation with pay, and its other employees two weeks 
vacation with one week pay. The fellow in the stock 
room arranged for his vacation and received his week 
pay in addition to his regular pay. That was three 
weeks ago. He has not shown up since. The only 
consolation we could give the jobber was he did not 
give the fellow two weeks pay, and was not asked 
to give the chap a recommendation for the other job 
he undoubtedly has accepted. Another jobber tells 
us he arranged last Saturday for six men to come to 
work Monday morning and not one showed up. We 
could give numerous other similar cases. The idea 
we wish to convey is that good labor knows its worth 

and is inclined to follow the line of least resistance. 
Quite a number of price changes in shelf hardware 
goods are recorded, but unlike previous weeks, the 
changes have all been upward. Most of the advances 
are due primarily to the increased cost of raw material 
and labor, especially the latter. One of the most con- 
servative hardware dealers in Boston admits that he 
cannot figure how labor is going to be cheaper for 
some time. He says that good labor is so scarce it 
can command high wages, and that if the manufacturer 


cannot get good help he must take the inferior. In 
either case he has to pay more for the manufacture 
of his goods. This same dealer says that he is con- 
vinced, at last, that it matters little what hardware 
costs the consumer so long as the consumer gets high 
wages, and he has about made up his mind that he 
might just as well climb up on the band wagon and 
buy goods in sufficient quantities to satisfy and hold 
his trade. He is beginning to get tired of telling 
prospective customers he is out of this or that article 
just now, but hopes to get it in next week. 

Heavy hardware prices have changed little, but they 
are very strong all along the line, and it would not 
be surprising to hear of advances in certain things 
before snow flies. The heavy hardware business 
appears to be coming along faster than the shelf, but 
that is largely because a majority of the heavy houses 
have been doing comparatively little on standard lines 
of goods. 

Automobile Accessories.—Jobbers handling automobile ac- 
cessories report no letup in the demand for goods. Con- 
siderable local interest was shown in the announcement 
that the Champion Spark Plug Company’s output this year 
will run around 35,000,000 plugs, or 10,000,000 more than that 
for 1918. Any such amount of plugs would represent about 
65 per cent of the country’s 1918 output. The other plug 
manufacturers have increased their sales, and 1919 will go 
down in history as the banner year in the industry. Local 
jobbing and retail sales of plugs are far above those for 
1918. New England each summer is the mezca for thou- 
sands upon thousands of visitors and this year the resorts 
are crowded for the first time since we entered the war. 
A large percentage of the summer visitors come in auto- 
mobiles and naturally this fact helps swell our aggregate 
sales of accessories. Some of the leading jobbers already 
are laying plans for a marked expansion in accessories in 
the 1920 season. A fire extinguisher, which is comparatively 
little known on this market, has made its appearance 
through the Allen-Clark Company. It is a double action 
affair, instead of single, and holds about 25 per cent more 
liquid than the ordinary extinguisher; it has no soldered 
joints and cannot be dented. It jobs out at $7.50 and retails 
at $12. 

Batteries.—A slight slowing up in the movement of bat- 
teries out of jobbers’ hands is noted this week, as might be 
expected at this time of the year. And yet sales each day, 
in the aggregate, are still running well ahead of those for 
the corresponding period last year. In a retail way the de- 
mand for stock averages better than normal, and indications 
are the trade, generally speaking, will make an unusually 
good cleanup this season. 

We quote from jobbers’ stock: Leading makes, standard 
tubular three cell batteries, 50c. list; standard two cell, 35c. 
list; baby batteries, 30c. Discounts: Less than unit pack- 
ages, 1/3 per cent off the list; unit packages, 40 per cent off 
list; 10 or more unit packages, 40 and 10 per cent off list. 

Bolts and Nuts.—Bolts and nuts, especially the former, 
are selling much more freely than they have before since 
war days. Here and there one finds a jobbing house that is 
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enjoying a call for these goods that has actually brought 
stocks of certain sizes down to a point where reordering 
from the manufacturer has been necessary. The average 
house, however, is fairly well supplied with stock, and for 
that reason deliveries to the consumer are being made in 
fairly good time. Prices are very strong and there is every 
indication they will remain so the balance of the year, at 
least. 

Machine bolts, C. T. & D. nuts, 4 x 3/8 and smaller, 35 
per cent discount; 44 x % and larger, 25 per cent discount; 
with H. P. nuts, 4 x % and smaller, 40 per cent discount; 
4%, x % and larger, 30 per cent discount; common carriage 
bolts, 6 x % and smaller, 35 per cent discount; 64 x 5% and 
larger, 25 per cent discount; tap bolts, list; Eagle carriage 
bolts, 70 per cent discount; stove bolts, large quantities, 70 
and 10 per cent discount, in small quantities, 50 to 60 per 
cent discount; bolt ends, 25 per cent discount; tire bolts, 50 
and 10 per cent discount; semi-finished nuts, 9/16 and 
smaller, 70 per cent discount; 54 and larger, 60 per cent dis- 
count; finished case hardened nuts, 60 per cent discount; 
H. P. square blank in full keg, list; tapped, list; hexagon, 
blank, list; tapped lists; C. P. C. & T. square blank, list; 
tapped, list; hexagon, blank, list; tapped, list. 

Builders’ Hardware.—Builders’ hardware is slowly but 
steadily moving in larger volume, notwithstanding the fact 
that sentiment in construction circles is still very much 
mixed. In talking with one of the largest master carpenters 
operating in Greater Boston, he tells us that he recently 
built a string of houses, figuring on certain rents, but that 
the demand for them was so great he advanced his rents 
twice before the foundations were laid. He says, however, 
that he is not going to build any more houses, notwith- 
standing the fact he is getting double the rents he did before 
the war, because there is no money in them. In comparison 
with this attitude it is interesting to note that from Jan. 1 
to July 24 contracts for building and engineering operations 
in New England totaled $100,972,000, as against $83,984,000 
for the corresponding period last year, and $114,102,000 in 
1917. In 1914, the year the war began, contracts awarded in 
the corresponding time amounted to $100,142,000. We know 
of quite a number of retail houses who have contracted with 
builders for enough builders’ hardware to practically clean 
up stocks on hand. 

Bulbs.—Bulbs, in a retail way. continue to sell in a satis- 
.factory manner, the average house reporting business as 
running considerable ahead of that for 1918 and 1917. 
Jobbers have not been getting quite as many new orders of 
late, which has allowed them to clean up on all orders 
hanging over. Manufacturers report no letup in production 
and anticipate a busy period between now and the end 
of 1920. 

We quote from jobbers’ stocks: 3ulbs in less than unit 
lots, list; in unit lots, 25 per cent off list; in 10 unit lots or 
more, 40 per cent off list. Retailers selling $500 worth of 
bulbs per annum can secure contracts at slightly more 
favorable discounts. 

Chain.—The chain situation has not changed noticeably 
since last reports. Business is confined to an occasional 
order, but local stocks are comparatively small and prices 
hold very steady. What buying is reported runs largely to 
small sized chain. 

We quote from jobbers’ stocks: Proof coil self-colored 
chain in cask lots, 3/16 in., $14.25 per 100 Ib.; %4 in., $11.40; 
5/16 in., $10.80; 3% in. $9.60; 7/16 in., $9.35; % inm., $9.15: 
9/16 in., $9.15; % in., $8.90; % in., $8.65; % in., $8.15; 1 in., 
$8. BB, twist link and long link chain take the same extras. 

Choppers.—The Enterprise Manufacturing Company is re- 
ported as having advanced its prices on food choppers 15 per 
cent and on some of its other products in proportion. Fall 
buying of choppers, etc., has set in, sales to date being quite 
encouraging, according to the jobbers. 

Cooking Ware (Glass).—Orders for glass cooking ware for 
fall and Christmas trade are beginning to come in satis- 
factorily, according to local interests. Just now the market 
here is well supplied with stock, the manufacturers evi- 
dently having caught up with orders on their books. Some 
retail houses handling this class of goods report they intend 
to push sales harder this fall, because they are convinced 
the average housewife, who once uses it once, desires more. 
Then, too, the comparative high cost of agate ware should, 
in their opinion, help the sale of glass ware. 

We quote from jobbers’ stocks Casseroles, round, 1-qt., 
918 per dozen; 1%-qt., $21 per dozen; 2-qt., $24 per dozen. 
Baking dishes, uncovered, 1-qt., $10.20 per dozen; 11%4-qt., $12 
per dozen; 2-qt., $14.40 per dozen. Pie plates, $9 to $12 per 
dozen. Cake dishes, $9 per dozen. Bread pans, $10.80 to $21 
per dozen. Small baking dishes, $1.80 to $3.60 per dozen. 
Jobbers’ terms are 30 per cent off list. 





Drills.—The drill situation appears to have remained un- 
changed since last reports. The consumption of stock con- 
tinues on a scale that compares highly favorable with pre- 
war days, and naturally this fact is reflected in retail and 
jobbing sales. Stocks are comfortable, and prices very firm. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 
1% in. straight shank, 50 per cent discount. Bit stock drills, 
50 and 10 per cent discount; blacksmith drills, 50 per cent 
discount; ratchet, 15 per cent discount; wood-boring brace 
drills, 50 and 10 per cent discount; drills and countersinks 
combined, list. High speed drills, prices on application. 

Files and Rasps.—The market for files and rasps, espe- 
cially the former, is on a satisfactory basis. Enough stock 
is moving out of jobbing and retail hands to necessitate a 
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constant reordering of goods and naturally prices are very 
strong. People who ought to know still insist that an ad- 
vance in files is expected any day. When told they were 
making the same predictions a fortnight ago, they say the 
advance probably has been delayed because tne manufac- 
turers have not been able to definitely settle where they 
stand on the labor question. 

We quote from jobbers’ stocks: Files—Nicholson and 
Black Diamond, 40 and 10 and 10 per cent discount; Great 
Western, Arcade, Kearney & Foote, etc., and American ma- 
chine cut, 50 and 10 and 5 per cent discount; Chelsea hand- 
cut, list; (F X Swiss pattern), list. 

Rasps—Heller, Chelsea and Nicholson, 12-in., $4.70 to $5.50: 
13-in., $5.50 to $6.50; 14-in., 96.50 to $7.50. 

Galvanized Ware.—The National Enameling & Stamping 
Co. has advanced its prices on galvanized pails and tubs 
about 10 per cent; on garbage, ash cans, etc., about 12% 
per cent, and on ash sifters about 5 per cent. Local job- 
bing prices have been correspondingly adjusted. Orders 
for galvanized goods are beginning to filter in, stock to be 
delivered after the vacation season. 

Glass.—The demand for window 
continues big in spots. Some of the hardware jobbing 
houses, however, have done comparatively little business 
as yet, having given the bulk of their attention to other 
things. The wholesale glass houses say that, based on the 
present window glass orders, more stock will be sold and 
consumed this fall than ever before in the history of the 
trade. While not committing themselves, they say an ad- 
vance in prices would not surprise them. 

We quote from jobbers’ stocks: Glass, single A and Bb, 
first three, 80 per cent discount; above first three brackets. 
79 per cent discount from the list; double A, 80 per cent 
discount; double B, 82 per cent discount; A and B quality 
by the light, 80 per cent discount; single lights, 80 per cent 
discount. 


glass for fall delivery 


Leaded glass—Plain cathedral, 18c. per sq. ft.; monu- 
mental figured, 4%-in. thick, 20c. per sq. ft.; double ground, 
23c. per sq. ft. 

Skylight glass—Rough or rolled, % in. thick, 16c. per sq. 
ft.; 3/16 in. thick, 20c. per sq. ft.; 4 in. thick, 25c. per sq. ft. 

Hack Saws.—The automobile trade is buying hack saws 
freely, and the demand from other than retail hardware 
sources is sufficient to keep things moving along in splendid 
shape. We do not mean to convey the meaning that retail 
houses are not selling saws. On the contrary their business 
in this article is normal or better. But the call from other 
sources is so much larger, according to the jobber, one is 
apt to judge market conditions from that standpoint. Prices 
are reported as very steady. 

We quote from jobbers’ stocks: Hack saws, 
more, 15 per cent discount. 


Horseshoes.—The report that the Government is to sell a 
large tonnage of horseshoes has had no visible effect on 
local market conditions. Those consumers who did not 
stock up freely earlier in the season, are beginning to take 
hold of the market in a satisfactory manner, evidently 
being convinced that prices are more likely to be higher 
than lower. 

We quote from jobbers’ stocks: Standard makes in 100-lb. 
kegs, to blacksmiths and consumers in Maine, New Hamp- 
shire, Vermont, Massachusetts and Rhode Island points, 
$5.40 per keg base. Direct shipments in any quantity from 
the mill, $5.40, with freight allowed on any quantity. Base 
prices are for No. 2 or larger. To Connecticut blacksmiths 
and consumers the base price is $5.15 per 100-lb. keg. No 
freight is allowed on store shipments. 

Fancy Shoes—Side weights, $12 per keg; track side 
weights, $12.25; toe weights, $10.75; steel shoes, $9.25; toe 
creased, $7.75; side wear, $9.75; calked, $9.25; extra light 
calked, $10.25; iron countersunk, $8.25; steel countersunk, 
910; tips, $9.25; light driving, $9.25; featherweights, $9.25: 
mule, $8; all assorted shoes, 50c. per keg extra. 

Toe Calks—Dull, $1.85 per box: sharp, $2.10; blunt heel, 
$2.10; sharp heel, $2.35. Broken boxes call for an extra 
charge of lc. per Ib. 


one gross or 


lron.—A further improvement in the demand for iron is 
noted. Stocks here are irregular. By that, we mean that 
some jobbers are better supplied than others, and if the 
percentage of increase in business continues as it has during 
the past month, it will not be long before broken supplies 
begin to appear. At the moment, however, everybody ap- 
pears to have enough stock on hand to meet all require- 
ments. Prices are reported as very firm. 


We quote from jobbers’ stocks: Best iron, flats, rounds 
and squares, $5.50 base per 100 lb.: H. & P. ovals, half ovals 
and bevels, $6.50; H. & P. half rounds, $5.50; refined iron, 
$3.40; Norway iron, $20. Broken bundles, add %c. |b. 

Jack Screws.—Prices on jack screws, as quoted by the 
Boston jobbing trade, have been advanced 10 per cent to 
conform with a similar advance in manufacturers’ lists. 


Ladders.—Some of the manufacturers of step ladders have 
advanced their prices. The market for such goods is not 
especially active, but stocks here, in most instances, are 
comparatively small. 

Lead.—Local jobbing houses have advanced their price on 
sheet lead from 11\%c. to 12c., list. This advance was made 
necessary by the pronounced strength of the pig lead mar- 
ket during July. Most of the lead producing mines of the 


country are operating on reduced schedule and are so far 
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behind on output that it will take them several months to 
catch up to normal productive capacity. For that reason it 
looks as though sheet lead prices will remain comparatively 
high during the remainder of the year. 

Nails.—Although some of the steel companies have ad- 
vanced their prices on wire nails at least 25c., local jobbing 
quotations remain unchanged, possibly because most of the 
local houses are well protected on stock. The market here, 
however, is reported as very strong and much more active 
than it has been before in a great many months. Cut nails 
are beginning to move in larger volume, but the demand is 
still considerably below normal. Some good orders for horse- 
shoe nails have been received here of late. 

We quote from jobbers’ stocks: Wire nails, $4.25 per keg 
base. Cut nails, $5.35 base. For galvanized nails an extra 
charge of 50c. per keg is made. Cement coated nails, stand- 
ard boxes, $5 per keg base. 

Horseshoes—New Standard 5s, $6.75; 6s, $6; 7s, $5.75; 8s, 
$5.50; 9, 10 and 11s, $5.35. Reliance and Brighton 5s, $6; 6s, 
$5.50; 7s, $5.25; 8s, $5.00; 9, 10 and lls, $4.90; Crown and 
Leader 5s, $5.75; 6s, $5; 7s, $4.50; 8s, $4.25; 9, 10 and lls, 
$4. Add 1c. per pound for less than 25 pounds of a size. 


North Bros. Goods.—North Brothers have notified the Bos- . 


ton jobbers that they have advanced prices on their Yankee 
line about 10 per cent throughout the list. Local lists have 
been readjusted to correspond. 

Pliers.—The plier situation is practically unchanged. High- 
grade stock is in light supply, and as is always the case, 
everybody appears to want the best money can buy. There 
is still more or less unsettlement among employees at manu- 
facturing plants and there is always an uncertainty as to 
when shipments can be made. The trade here, both retail 
and jobbing, appear to understand the situation, however, 
and comparatively little fault finding is heard. Cheap pliers 
are fairly plentiful. At least there appear to be enough for 
all immediate requirements. We understand high-grade 
pliers will be advanced 15 per cent within the near future. 

Kraeuter Goods.—Combination pliers, 5% in., $9.20 per 
dozen; 6-in., $10.90; 8-in., $13.20; 10-in., $16.10. Side cutting 
pliers, 4-in., $13.20 per dozen; 5-in., $14; 6 in., $19.60; 6%-in., 
$15.20; 7-in., $18 and $23.60; 8-in., $20; 8%-in., $27.60. But- 
tons’ pliers, 6%-in., $9 per dozen; 8-in., $11.40; 10-in., $13.80. 
Electricians’ ‘“Milliners’,’’ chain pliers, etc., 4-in., $8.40 per 
dozen; 4%-in., $8.80; 5-in., $9.20; 5%-in., $9.70; 6-in., $10.60. 

Rivets.—Here and there a jobber reports a better move- 
ment of rivets out of stock, especially the larger kinds, 
owing to the increase in various kinds of construction work. 
Not all houses have enjoyed the better character of busi- 
ness, but those that have not, admit they have been too 
busy on other goods to give special time to pushing sales. 
Local stocks of rivets appear ample for all immediate re- 
quirements. 

We quote from jobbers’ stocks: Norway iron rivets, 50 
per cent discount; structural rivets, $7.50 base per 100 lb. 

Rope.—The local demand for rope is only moderately good. 
As to the future of the market, the situation appears mixed. 
One of the leading manufacturers when asked for an opin- 
ion says: “Unfortunately conditions are such at present 
that there is a great deal of uncertainty concerning the 
condition of the market and the outlook for future business.”’ 
Inasmuch as it is impossible to forecast with any degree 
of definiteness the manufacturer decided it best to say 
nothing at this time. Another big manufacturer feels the 
situation is still uncertain and prefers to await develop- 
ments. In the meantime local prices are reported as steady 
and unchanged. 

We quote from jobbers’ stocks: Manila, 29c. per pound 
basis; sisal, 25c.; tarred lath yarn, 22c. 

Rules.—All kinds of rules are in good demand, but un- 
fortunately the manufacturers are far behind on deliveries 
and local stocks are badly broken. At the moment Lufkin 
rules appear to be in shorter supply than the Stanley. 

Safes.—Manufacturers of safes, such as are being handled 
by the retail hardware trade, are so far behind on deliv- 
eries that some salesmen haye stopped taking orders, feel- 


ing it will be impossible for those orders on their books 
to be delivered in the next two months. For instance, 
retailers who ordered safes in April have not received 
them. The safe weighing 125- lbs., which jobs out at $35, 


appears to be the most popular size this year. 

Sash Cord.—The sash cord market appears to have quieted 
down somewhat since last reports, so far as prices go. 
The demand for cord, on the other hand, shows a slight 
improvement, and as jobbers are carrying light stocks, the 
market is in a healthy condition. Awning cord continues 
to sell in a satisfactory manner. 

We quote from jobbers’ stocks: Sash cord, common 
braided cord, 63c. per pound base; Sampson spot cord, 93c. 
per lb. base; Silver Lake, 9lc. per lb. base. Braided awn- 
ing cord, No. 3%, in 48-ft. lengths, $4.25 per dozen; No. 4, 
$4.56; No. 4%, $5.25: No. 5, $7.83. 

Screws.—Prices for wood screws are firm and unchanged. 
Quotations on cap screws, etc., also remain the same. In 
fact the only thing in the screw line that has advanced 
is the demand, which is nearer normal than it has been 
before in a long time. Stocks of wood screws are irregular, 
some houses reporting themselves as well supplied, while 
others are only moderately so. 

We quote from manufacturers’ prints: Wood screws, iron. 
flat head, bright, 77% per cent discount; round head, blued, 
75 per cent discount, add 5; flat head, brass, 60 per cent 
discount; round head, brass, 574% per cent discount; flat 
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head, galvanized, 62% per cent discount; flat head, nick- 
eled, 65 per cent discount; round head, nickeled, 65 per 
cent discount. Price to the consumer is 20 per cent beyond 
print. 

We quote from jobbers’ stocks: 
full packages, set screws, 


Cap and set screws, in 
including headless, 60 per cent 
discount; squares and hexagon head cap screws, 55 per 
cent discount; fillister head cap screws, 35 per cent dis- 
count; flat head cap, 25 per cent discount; round and but- 
ton head cap, 20 per cent discount. In broken packages, 
set, including headless, 40 per cent discount; square and 
hexagon head cap, 35 per cent discount; fillister head 
cap, 20 per cent discount; flat head cap, 10 per cent discount; 
round and button head cap, 10 per cent discount; coach 
screws, 50 per cent discount. 

Shoe Findings.—Common talk here is that prices on boots 
and shoes will be advanced Sept. 1, and if prices are to 
be anything like what we hear, safes ought to go big 
with the retail hardware merchant, for people will want 
to put their footwear in a safe place when they lie down 
to rest. The best grades of women’s shoes are to retail 
for $15 to $25 a pair and higher, according to the story we 
get, while the best grades of men’s will cost from $15 
to $20 a pair. At those prices it is a foregone conclusion 
that more people than ever before in the history of our 
country will have their boots and shoes tapped, retapped and 
then some, and cut soles and strips ought to go big in a retail 
hardware establishment, with a little pushing. Prices for 
such leather are very strong and have by no means reached 
their top level. 


Taps.—Men’s light, $1.25 to $1.40 per doz.; medium light, 
$1.90 to $2.25; medium heavy, $2.60 to $3; heavy, $3.25 to 
$3.60; women’s light, $1.10 to $1.25 per doz.; medium heavy, 
$1.35 to $1.50. Boys’ medium, $1.75 to $1.90 per doz.; heavy, 
$2 to $2.25. 

Strips.—Hemlock (clean-, 60c. to 70c. per Ib.; branded, 45c.; 
oak, heavy, medium and light, 70c. to 85c. per Ib. 

Silverware.—Based on goods already shipped and on order 
booked for fall and Christmas delivery, the New England 
retail hardware trade is going to handle more silverware 
this season than ever before. The manufacturers are work- 
ing at capacity trying to catch up on orders, and there 
is some talk of a scarcity of certain lines of silverware 
later in the year. Prices have remained unchanged since 
March 19. 

Sleds.—Additional orders for sleds, to be delivered later 
in the year, have been booked by the jobbers since last 
reports. Those retail houses, who have the storage capac- 
ity, probably will begin to get goods before long. The 
weather fiends tell us that we shall have a lot of snow and 
cold weather next winter, that is, a lot as compared with 
last winter. The more snow we have the better the de- 
mand for sleds will be, but snow is a rather uncertain 
thing to gamble on. 

Flexible Fliers, No. 1, $42 a dozen; No. 2, $48; No. 3, $63: 
No. 4, $72; No. 5, $96; Racer, $66: Junior Racer, $54. The 
discount from jobbers’ stocks is 331/3 per cent, while the 
discount from manufacturers’ stocks is 35 per cent. The 
Paris line is quoted by jobbers at 40 per cent off the list. 

Squares.—Sargent’s steel squares have been advanced 10 
per cent. The advance comes at a time when the demand 
for squares were just beginning to pick up, but it is believed 
the new quotations will not check the demand, because a 
lot of people will have to have them now that home build- 
ing is on the increase. 


Steel._Further encouraging reports regarding the move- 
ment of steel out of jobbers’ hands are had this week. 
The buying is still below normal, but it is so much better 
than it was a month or so ago that everybody is quite 
encouraged. The market here is fairly well supplied in 
spots, but some houses are rather shy on certain kinds 
and it would not take much of an increase in the consump- 
tion to clean them out, because the shipments from mills 
are slow, except in carload lots, and comparatively few 
houses here are buying in such quantities just now. 

We quote from jobbers’ stocks: Bars, soft and steel flats, 
stock lengths, not wider than 6 in. or thicker than 1 in., 
per 100 lb., $3.40 base; rounds and squares, 1% in. and wider, 
per 100 lb., $3.40 base. Concrete, plain, round and square, 
per 100 Ib., $3.40 base. 

Angles and channels, under 3 in., stock lengths, per 100 
lb., $3.40 base; over 3 in., $3.50 base; toes, under 3 in., 
$3.55; over 3 in., $3.60. 

Cold rolled steel, rounds up to 1 15/16 in., squares and 
hexagons and flats, list. Tire steel, 1% x % in., and larger. 
$4; thinner and narrower, $4.50. On all broken bundles of 
steel add %c. extra. 


Hoop steel, per 100 Ib., $4.70 base on full bundles. On 
broken bundles add 2c. per lb. Band steel per 100 Ib., $4.10 
base. 

Traps.—It is still a little early for traps to begin to 
sell in normal amounts, but enough stock has been ordered 
for fall delivery to give the jobbers here a line on how 
things will be, and they are all talking optimistically. 


We quote from jobbers’ stocks: Victor, without chain. 
No. 0, $1.07 net per dozen; No. 1, $1.23: No. 1%, $1.98: No. 2. 
$2.96; No. 3, $4.19: No. 4, $5.16. With chain, No. 0, $1.40: 


No. 1, $1.65; No. 114, $2.48; No. 2, $3.46; No. 3, $4.89: No. 4, 
$5.87. 

Jump, without chain, No. 0. $1.46; No. 1, $1.69; No. 1%, 
$2.69; No. 2, $4.23; No. 3, $5.63: No. 4, $6.80. With chain. 
No. 0, $1.91; No. 1, $2.25; Mo. 114, $3.36; No. 2, $4.91: No.3, 
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Pittsburgh, August 4, 1919. 


$e outstanding feature of the iron and steel trade is 
a steady increase in operation among the blast fur- 
naces and steel works, showing that consumers and 
jobbers are placing orders more freely for steel products, 
especially for early delivery. 

In the last month the Carnegie Steel Co. has blown 
in no less than 15 blast furnaces, the last report show- 
ing that this concern was operating 46 of its 59 blast 
furnaces, and last week operated to about 95 per cent 
of steel ingot capacity. Other large steel companies re- 
port they are operating more blast furnaces and also 
running their steel plants to greater capacity than for 
some months. It was expected that July would show a 
falling off in the amount of orders placed for iron ande 
steel products, but instead of this being the case, there 
was a large increase in new business placed, and the 
outlook for August is that it will show a heavy increase 
over July. 

The only menace that is confronting the steel trade 
at this time is the labor situation, which is regarded as 
quite serious in the large steel centers, such as Pitts- 
burgh, Chicago, Cleveland and other places. A vote is 
being taken this week among iron and steel workers in 
nearly all the large plants, as to whether a general 
strike will be declared, but it is not believed it will carry 


among the blast furnaces and steel works of concerns * 


like the Steel Corporation, Jones & Laughlin Steel Co., 
Pittsburgh Steel Co., The Youngstown Sheet & Tube 
Co. and many others that might be named. All of these 
concerns are paying very high rates of wages to their 
employees, and are taking splendid care of them in other 
ways, so that it is not belieyed the men will be so foolish 
as to vote in favor of a general strike. 


Jobbers and retail hardware dealers are buying goods 
as freely as they can, in the belief that prices on nearly 
all lines of goods will be higher in the fall and winter 
months than they are now, and also because they be- 
lieve there may be trouble in getting goods over the 
winter months on account of scarcity of labor. 

Already there have been advances in prices by some 
makers on black and galvanized sheets, also on wire and 
wire nails and on nuts and bolts. Some makers of these 
products report they are practically filled up for the re- 
mainder of this year and do not care to put any more 
business on their books at prevailing prices. 

The building situation all over the country has im- 
proved wonderfully in the last two months, and this 
means a heavier demand for builder’s hardware and 
other goods that go into new construction. Jobbers and 
retailers report a larger volume of business than at this 
time last year, and regard the outlook for trade as very 
satisfactory. 

Nuts, Bolts and Rivets.—All manufacturers of these prod- 
ucts report a heavy demand and some state they are filled 
up for two or three months ahead and are now taking 
good orders for delivery in the latter part of this year. 
The local makers of nuts and bolts report they are operat- 
ing their plants to 100 per cent of capacity, but are having 
trouble in getting steel and enough labor as fast as needed. 
Prices are very ‘firm, and discounts recently adopted, are 
reported as firmly held. These discounts are as follows: 


Large structural and ship rivets.................- $3.70 base 
ae a ee er es $3.80 
¥% in., 5/16 and 7/16 in. diam....... 60-10-5 per cent off list 


Machine bolts, hp. nuts, % in. x 4 in.: 


Smaller and shorter, rolled threads...60-10 per cent off list 

CS CRD voc knee cécoescsesses 50-10-10 per cent off list 

Larger and longer sizes...............50-5 per cent off list 
Machine bolts, hp. nuts, *% in. x 4 in.: 

Smaller and shorter............... 45-10-5 per cent off list 

RDO? BOG BORGO 55s is 00:0:55 0052000008 40-10 per cent off list 


=x © in: 


Carriage bolts, % in. : 
rolled threads.50-10-10 per cent off list 


Smaller and shorter, 
Cut threads 


Larger and longer sizes................ 45-5 per cent off list 
MIN ONIND 5 aisha othe a Saks os bebe ESSERE 65 per cent off list 
Plow bolts, Nos. 1, 2 and 3........ 50-10-5 per cent off list 
Hot pressed nuts, sq. blank.............. 3.10c. per lb. off list 
Hot pressed nuts, hex. blank............ 3.10c. per Ib. off list 
Hot pressed nuts, sq. tapped............ 2.85c. per Ib. off list 


Hot pressed nuts, hex. tapped............ 2.85c. 
C.p.c. and t. sq. and hex. nuts, blank....3.10c. 
C.p.c. and t. sq. and hex. nuts, tapped... .2.85e. 
Semi-finished hex. nuts: 
We A IE os oa icc vais bene eee 70-10 per cent off list 
D/O6 20 MG MMB no... 5 okveosceseeceecn 80 per cent off list 
Stove bolts in packages.............. 75-10-10 per cent off list 


per lb. off list 
per lb. off list 
per Ib. off list 
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“ee tly Me Me TTT CTT Cee 2% per cent extra 
te UN cthaaarae ceneinsssscansrewe 60-10-10 per cent off list 
All prices carry standard extras, Pittsburgh basis. 


Iron and Steel Bars.—Mills rolling iron and steel bars 
report a very heavy demand, stating they are sold up over 
the next three or four months, and there is some talk of 
an early advance in prices of both iron and steel bars, 
owing to the heavy, demand. The new demand for rein- 
forcing steel bars is much heavier than for some months, 
due to the very active building operations all over the 
country. Prices are strong and are firmly held. 


We quote steel bars, rolled from billets, at 2.35¢c., and 
from old steel rails, 2.45ec. Eastern mills are quoting iron 
bars for eastern shipment at 2.35c., while for western 
shipment 2.55c., Pittsburgh is quoted. Pittsburgh mills 
rolling iron bars at 2.75c., Pittsburgh, plus full freight rate 
to point of delivery. 


Sheets.—Last week three or four independent mills ad- 
vanced their prices on black sheets $2 per ton, and on 
galvanized $4 per ton, effective from Monday, July 28. It 
is also stated that three other mills are sold up for re- 
mainder of this year, and have no sheets of any grades to 
offer the trade for delivery before next year. Last week the 
American Sheet & Tin Plate Co. operated its hot sheet 
mills to about 90 per cent of capicity, and this concern is 
receiving export orders for black and galvanized sheets, 
and also for roofing sheets to the extent of about 2,000 
tons a day. Prices on sheets effective from March 21 are 
given below, but it should be noted that three or four 
mills are quoting an advance on these prices of $2 per ton 
on black and $4 per ton on galvanized sheets. 


Effective from March 21 the base price of No. 10 blue an- 
nealed sheets is 3.55c., the base price of No. 28, box annealed 
one pass black sheets is 4.35c., and for No. 28 galvanized 
sheets is 5.70c. in carload and larger lots, f.o.b. Pittsburgh 
or Youngstown mill. It should be noted by the trade that 
the above named prices are for carload or larger lots, the 
usual advances for small lots being charged over and above 
prices. 


Tin Plate.—Mills report the new demand for tin plate as 
getting steadily heavier and are operating their plants to 
as full capacity as supply of labor and steel will permit. 
As showing the scarcity in the supply of sheet and tin bars, 
we can note that the American Sheet & Tin Plate Co. is 
now bringing bars from Chicago to its mills in the Pitts- 
burgh district, and paying an excess freight rate of over 
$4 per ton to get the bars here. Last week this concern 
was operating its tin plate mills to 98 per cent of capacity, 
and nearly all the large makers are operating to about 
the same rate. Prices are very firm, and the outlook now 
is that tin plate mills will run to practically full capacity 
over the remainder of this year. Prices are very firm 
and it is said no cutting whatever is being done. 


We quote tin plate in large lots at $7 box, f.o.b, Pitts- 
burgh. 


New prices on terne plate, effective March 21, are as fol- 
lows: 8-lb.—200 lb., $14.15; 8-lb.—I. C., $14.55; 12-lb.—I. C., 
$16.15; 15-lb.—I. C., $17.15; 20-lb.—I. C., $18.40; 25-lb.—I. C., 
$19.65; 30-lb.—I. C., $20.65; 35-lb.—I. C., $21.65; 40-lb.—I. C., 
$19.65. All f.o.b. Pittsburgh. 


Wire Products.—Last week the Pittsburgh Steel Co. also 
made an advance of $2 per ton on all grades of wire and 
$5 per ton on wire nails, or 25c. per keg, the Cambria 
Steel Co. and the Youngstown Sheet & Tube Co. having 
previously made those advances. As yet, the American Steel 
& Wire Co. has not made any advance in its prices, but 
may do so in the near future. The Consolidated Steel 
Corporation, which handles the export business of the inde- 
dependent wire and wire nail mills, has announced an ad- 
vance of $5 per ton on wire rods, wire and wire nails for 
export, also $5 per ton on wire rods for shipment to Can- 
ada, but has not advanced prices on wire and wire nails 
for Canada. Export prices on wire nails are now $3.50 
base per keg, galvanized barbed wire $4.35, bright wire 
$3.25 and galvanized wire $3.95, all per 100-lb. and all 
f.o.b. Pittsburgh mill, freight added to point of delivery. 
Two of the leading concerns making wire and wire nails 
are out of the market as sellers, having about all the 
business on their books they can handle this year. Prices 
on wire and wire nails, except by the three companies 
named above, are as follows: 


Wire nails, $3.25 base per keg; galvanized, 1 in. and 
longer, including large-head barbed roofing nails taking an 
advance over this price of $1.50, and shorter than 1 in., $2.00. 
Bright basic wire, $3.15 per 100 lb.; annealed fence wire, Nos. 
9 to 9, $3.00; galvanized wire, $3.70; galvanized barbed wire 
and fence staples, $4.10; painted barbed wire, $3.40; polished 
fence staples, $3.40; cement-coated nails, $2.85 base; these 
prices being subject to the usual advances for the smaller 
trade, all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for eash in 10 days. 
Discounts on woven wire fencing are 60% per cent off list 
for carload lots, 59% per cent for 1000-rod lots, and 58 per 
cent off for small lots, f.o.b. Pittsburgh. 
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TWIN CITIES 


Minneapolis and St. Paul, July 31, 1919. 


HE usual end of the month slackening of trade 

seems to have influenced business a little, but —_ 
a very little, for trade has kept up wonderfully well. 
Building has not stood still by any means the past 
week, and all work along this line is being pushed as 
rapidly as possible. The shortage of skilled labor along 
this as well as other lines still prevents the best of 
progress being made, but building is progressing as 
well as the most sanguine dared to prophecy earlier in 
the year. The present tendency toward higher prices 
may have a bad effect on building, but there is so much 
work started that undoubtedly will be finished that any 
slowing up will not be felt for a long time. 

There are practically no strike conditions here to 
contend with, the only one of serious consequences at 
all being the iron moulders who have been out several 
weeks now. In consequence, sash weights are hard 
to obtain in the local market, and orders are being sent 
to other towns in this vicinity. Of course, goods are 
slow in coming through from the factories, because of 
labor conditions and transportation, but fairly good 
stocks here in jobbers’ warehouses have made this con- 
dition felt but little, in comparison to what has hap- 
pened in other cities. 

The general advance in prices as quoted from the 
factories has been receiving a lot of attention. Local 
quotations have followed the advances to a certain 
extent, although not so rapidly or completely as fac- 
tory advances. Country orders are remarkably good, 
with no particular line leading in amount. Jobbers 
are all busy as can be, overtime in some cases being 
necessary to keep up the work. 

Axes.—Sales show some improvement and stocks are in 
fair condition. Dealers are ordering a little more freely 
than before, with the prospect of higher prices to face. 

We quote from local jobbers’ stocks: Single bit base 
weight axes at $13.75 to 914.50 per dozen; double bit base 
weights at $18 to $19 per dozen. 

Aut bile Ac ies.—With the touring season well 
upon us, auto accessories are selling rapidly enough to suit 
nearly anyone. Touring parties are to be seen everywhere, 
with their cars loaded to the limit with their outfits. There 
is always some item necessary to the machine or for the 
convenience and comfort of the passengers, and the live 
dealer is cashing in on these desires. Luggage carrier 
racks for the side of the car are proving a joyful aid to 
the suitcase problem, and are selling fine. Tires and tubes 
also are high in sales. 

Builders’ Hardware.—Trade here is very good, with every 
indication for further increases in prospect as far as volume 
is concerned. The changes upwards of prices may have a 
tendency to take away some of this trade, but on the aver- 
age the increase will not stop the building operations. 

Bolts.—The demand keeps up remarkably well, with the 
market very firm with higher prices in prospect. Stocks 
seem to be in fair condition. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 40-10 per cent, large carriage bolts at 30.5 per cent, 
small machine bolts at 50 per cent, large machine bolts at 
30-10 per cent; lag screws at 50 per cent: stove bolts at 70 
per cent, and tire bolts at 50-10 per cent discount from 
standard lists. 

Brads.—Brads are offered on the local market at as low 
a price as has been in effect for some time. Local jobbers’ 
quotations are strong and stocks, though heavily drawn on, 
show improvement. 

We quote from local jobbers’ stocks: Brads in 25-lb. boxes 
at 70-10 per cent from standard lists. 

Clocks.—The demand for clocks holds up remarkably well. 
Production is lagging several months behind now, with new 
orders accumulating in jobbers’ hands. 

We quote from local jobbers stocks American 1-day 
alarm clocks at 89c. each, Lookout 1-day alarm at $1.15 each, 
Sleepmeter 1-day alarm at $1.22 each, Automatic 8-day 
alarm at $3.50 each, Automatic luminous dial 8-day alarm 
at $4.25 each. 

Churns—Call still is good, though not so heavy as earlier 
in the season. Prices show no change. 

We quote from local jobbers’ stocks: Bell brand barrel 
churns at 50 per cent from lists, No. 0 dash churns at $1.55 
each, No. 1 at $1.90 each and No. 2 at $2.30 each. 

Drills.—The sale of drills through regular channels has 
been good, with a steady increase for several weeks. Since 
war work stopped, the call has been naturally lighter, but 
the natural demand has taken an ever increasing amount. 
Prices are steady as quoted. 

We quote from local jobbers’ stocks: Straight shank car- 
bon drills at 40-10 per cent; bit stock at 50-10-5 per cent, 
and ratchet shank drills at 5 per cent from standard lists. 

Eaves Trough, Conductor Pipe and Elbows.—With increased 
construction work and repair work, the amount of this 
material consumed is very good. Factories are too busy 











just filling orders to get any accumulation ef stocks on 
hand. 

We quote from local jobbers’ stocks as follows: 28-ga. lap 
joint single head 5-in. eaves trough, $5.85 per 100 ft.; 28 ga. 
3-in. conductor pipe, $5.70 per 100 ft.; 3-in. elbows at $1.30 
per doz. Another quotation in discounts is as follows: 
Conductor pipe, not nested, crate lots, 70-10 per cent; elbows, 
70-10 per cent from standard lists. 


Files.—With nearly all shops running full time and with 
other work going forward rapidly, the call for files is very 
good. Dealers find saw files selling the best they have in 
several years. Jobbers’ stocks are in fair condition, and ship- 
ments are coming from the makers as rapidly as can be 
expected, considering labor conditions. 


We quote from local jobbing stocks: Nicholson brand files 
at 50-10 per cent; Arcade brand at 60 per cent; Royal brand 
at 60-10 per cent, and Riverside brand at 50-10-10 per cent 
from standard lists. 

Freezers.—Sales are very good with apparently rather 
light stocks in both jobbers’ and dealers’ hands. Prices 
show no change. 

We quote from local jobbers’ stocks: 1-quart White Moun- 
tain freezers at $2.43 each; 2-quart, 93.03 each; 3-quart, 
$3.60 each; 4-quart, $4.23 each; 6-quart, $5.37 each; 8-quart, 
$6.93 each; 10-quart, $8.85 each; 12-quart, $11.25 each. 


Galvanized Ware.—This line shows a strengthening in 
price in the past week, but this does not seem to halt sales 
in any way. Stocks are sufficient to care for present call. 
Jobbers here have not put into effect the change in price. 


We quote from local jobbers’ stocks: No. 0 galvanized 
tubs at $7.25 per doz.; No. 1 at $8.88 to $9 per doz.; No. 2 
at $9.85 to $10 per doz.; No. 3 at $11.10 to $11.95 per doz.; 
No. 1 heavy galvanized at $13.50 to $19 per doz.; No. 2 at 
$15.15 to $21 per doz., and No. 3 at $16.90 to $24 per doz.; 
galvanized pails, 8-qt. common, at $2.76 per doz.; 10-qt. at 
$3.15 per doz.; 12-qt., $3.25-$3.40 per doz.; 14-qt. at $3.85 
per doz.; 16-qt. at $4.65 per doz.; stock pails, 16-qt., at $6.30 
to $8.35 per doz.; 18-qt. at $7.35 to $9.75 per doz.; 20-qt. 
at 910 per doz. 

Glass, Putty and Glazier Po'nts.—No further change has 
been made in glass prices, but putty has been strengthened 
in price. Sales are normal for this time of the year. 


We quote from local jobbers’ stocks: Single strength 
grade “A” glass, all sizes, 76 per cent; double strength ‘‘A’”’ 
grade glass, all sizes, 78 per cent from standard list; com- 
mercial bladder putty in barrels, $4.40 per cwt.; in 25-Ib. 
steel drums, $4.90 per cwt.; 50-lb. steel drums, $4.75 per cwt.; 
100-lb. steel drums, $4.65 per cwt. Strictly pure bladder 
putty in barrels, $5.50 per cwt.; 25-lb. steel drums, $6.00 
per cwt.; 50-lb. steel drums, $5.85 per cwt.; 100-lb. steel 
drums, $5.75 per cwt. 

Handles.—The handle market remains at about the same 
level as for several weeks past. Much heavier shipments 
from the manufacturer would be welcomed. Prices are hold- 
ing steady. 

Hose.—The heavy sale of hose seems to be over for the 
season, although dry weather a little later may bring out 
better demand. There is no change in price. 

We quote from local jobbing stocks: Competition, %-in., 
3-ply hose at 9c. per foot; 5-ply, %-in., at 12%c. per foot; 
cotton, %-in., at 13%c. per foot. 

Lanterns.—Dealers are beginning to stock up on lanterns, 
with their trade making a little heavier call, also. Prices 
show no change. 


We quote from local jobbers’ stocks: Dietz D-Lite, short 
globe, $12.65 per doz.; Dietz Wizard, short globe, $11.35 
per doz.; Dietz Little Wizard, short globe, $9.75 per doz.; 
Dietz Victor, $7.50 per doz.; Dietz No. 2 Blizzard, $11.35 per 
doz.; Dietz Buckeye Dash, $10.15 per doz.; Dietz Junior 
Wagon Lamp, $14.75 per doz. 

Lawn Mowers.—The lawn mower season, as'far as heavy 
sales are concerned, is practically over for this year. Some 
mowers are still being sold, however, and dealers have them 
still on display. Prices have not changed. 

We quote from jocal jobbing stocks: Styles C and E 
Philadelphia lawn mowers at 25-2% per cent; Philadelphia 
Style A, at 20 per cent; Philadelphia Style K at 25-2% per 
cent; Riverside ball bearing, 16 in., at $7.50 each, net. 

Metal Lath.—With building progressing rapidly metal lath 
is meeting with ready sale. Prices so far are steady, but 
some advance would not ‘be unexpected. 

We quote from local jobbers’ stocks Expanded Diamond 
Mesh No. 27 painted metal lath, $26.70 per 100 sq. yd.; 26 
gauge, $28.10; 24 gauge, $31.00. Toncan metal lath, painted, 
26 gauge, $33.10 per 100 sq. yd.; 24 gauge, $36.60 per 100 
sq. yd. 

Nails.—The nail situation is rather unusual at present 
and the price question seems to be bothering far more than 
just the dealer. An advance has been made as shown by 
the quotation below, but further advances seem possible in 
the local market: 

We quote from local jobbers’ stocks: Standard wire nails 
at $4.25 per keg base, and coated wire nails at $4.25 per 
keg base. 

Netting.—Call for netting is in small quantities, and dealers 
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are buying only just what they actually need to keep a 
selling stock. Prices have not changed. 

We quote from local jobbers’ stocks Hexagon mesh poul- 
try netting at 50 per cent from standard lists. 

Nuts.—Call is normal here with the exception of a demand 
for one or two sizes of hexagon brass machine screw nuts, 
an unusual demand for which is created by the manufacture 
of an auto accessory. This has cleaned up all stocks here, 
and various orders have been sent to other cities for this 
material. Prices show no change. 

We quote from local jobbers’ stocks: Square iron machine 
screw nuts at 35 per cent, hexagon brass mach'’ne screw 
nuts at 25 per cent, hexagon semi-finished at 60-10 in small 
sizes, 60-10 per cent on larger sizes; hot pressed square 
blank at $1.50 off; square tapped nuts at $1.25 off; hexagon 
blank nuts, $1.50 off; hexagon tapped nuts at $1.25 off 
standard lists. 

Paper.—The paper market has stiffened up to quite an 
extent in the past few weeks. Sales are good, and stocks 
are ready for any normal demand. 

We quote from local jobbing stocks: No. 2 Barrett tarred 
felt at $2.50 per cwt.; Barrett threaded felt, 500 sq. ft. rolls 
at $1.54 per roll; 25-lb. red rosin, 500 sq. ft., 63c. per roll; 
30-lb. red rosin, 70c. per roll; 35-lb. red rosin, 95c. per roll; 
40-lb. red rosin, $1.08 per roll; deadening felt and carpet 
lining, $4.50 per cwt. 

Scythes and Snaths.—Call is beginning to show decline, 
although the demand is still very good. Prices are as last 
quoted. 

We quote from local jobbers’ stocks: Giass scythe snaths 
at $10.80 per doz.; bush scythe snaths at $12. 

Sash Cord.—Factory quotations show an advance on this 
item, but local prices seem to be fairly stable on the old 
basis so far. Stocks are in only fair condition. Sales are 
mounting up very nicely on account of the increased amount 
of building. 

We quote from local jobbing stocks: Common sash cord at 
50c. per Ib. base. Silver Lake sash cord at 92c. per lb. base. 
Samson sash cord at 92c. per Ib. base. 

Sash Weights.—There is no change in the sash weight 
situation. The local foundries are still on strike and sash 
weights are being shipped in freely from other points. 
The demand is far more than it has been for the past two 
years, making a rather unfortunate situation. Prices show 
no change. 

We quote from local jobbing stocks Cast iron sash 
weights in regular sizes at $2.75 per 100 lb. 

Steel Sheets.—Stocks here are moving nicely with appar- 
ently enough on hand to take care of any immediate de- 
mand. So far there has been no change in price, although 
it may be expected at any time. 

We quote from local jobbers’ stocks: Black sheets at 
$5.59 per cwt. base; galvanized sheets at $6.94 to $7.14 per 
ewt. base. 

Solder.—Solder is moving more rapidly than earlier in the 
year, owing to the additional construction work. Prices are 
holding steady as last quoted. 

We quote from local jobbers’ stocks: Warranted half and 
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haif solder at 24c. per lb.; strictly half and half solder at 
30c. per lb.; wire solder at 46c. per Ib. 


Staples.—The call for staples continues to be very good 
with plenty of stock on hand to draw from at present. 
Prices have not shown any change so far, but one may be 
expected at any time. 

We quote from local jobbing stocks: Polished fence 
staples, $4.30 per cwt.; galvanized staples at $5 per ecwt.; 
galvanized poultry netting staples at $6 per cwt. 

Tacks.—The call for tacks is still steady and very satisfac- 
tory. Mill shipments are inclined to be slow, with some- 
what broken stocks on hand in local houses. 

We quote from local jobbers’ stocks: American cut No. 8 
tacks at 7lc. per lb.; tinned No. 8 at 73c. per lb.; blued up- 
holsterers’ at 70c. per lb.; double point No. 11 at 38c. per 
lb.; copper tacks at 50c. per lb. base. 


Tin Plate.—The additional call for tin plate in this market 
in the past few weeks is noticeable. Stocks are in better 
condition than they were and prices are holding steady as 
last quoted. 

We quote from iocal jobbers’ stocks: I. C. 20 x 28 old 
style at $30 per box; I. C. 20 x 28, 8-lb. coating, at $17.25 
per box; charcoal bright, 20 x 28, Ideal I. C., at $21 per 
box; Superba at $23 per box. 

Tinware.—Stocks are still comparatively light, with call 
running at fairly good rate. Prices show no change. 

We quote from local jobbing stocks: Tinware at 25 per 
cent discount from standard lists. 


Wheelbarrows.—Call for contractors’ wheelbarrows still 
continues to increase. Prices are holding strong as previ- 
ously quoted, with stocks in fairly good condition. There 
has been considerable call lately for concrete wheelbarrows 
and carts. 

We quote from local jobbers’ stocks: Fully bolted wood 
barrel tray wheelbarrows at $32.50 to $53.50 per doz.; nailed 
types at $30.50 per doz. 

Wire Cloth.—The call for wire cloth has decreased con- 
siderably in the past week or so, owing to the lateness of 
the season. Stocks are somewhat depleted and it is diffi- 
cult to locate in local stocks some of the more popular sizes. 

We quote from local jobbing stocks: Black painted wire 
cloth at $2.15 per 100 sq. ft. base; galvanized 12 mesh at 
$2.55 per 100 sq. ft. base. 

Wire and Wire Goods.—Stocks along this line are in fair 
condition, with call running heavy so far. Call for bright 
wire goods, especially hooks and eyes, are running stronger 
than in past weeks. Black and galvanized annealed wire ‘s 
selling very rapidly at the present time. Barbed wire is 
meeting ready call also. 

We quote from local jobbing stocks Bright wire goods at 
80 per cent discount; brass wire goods at 80 per cent from 
list. 

Black annealed wire at $4.25 per 100 lb.; galvanized an- 
nealed wire at $4.95 per 100 lb.; painted Glidden cattle wire, 
80-rod spools, $3.75 per spool; galvanized Glidden cattle wire, 
80-rod spools, $4.30 per spool; painted Glidden hog wire, 
$4.02 per spool; galvanized Glidden hog wire, $4.60 per spool. 


CINCINNATI 


OFFICE OF HARDWARE AGE, 
Cincinnati, Aug. 3, 1919. 


USINESS has slowed down a little bit within the 

past week, but the month of July, as soon as state- 
ments can be made up, will, doubtless, show that it 
was one of the most satisfactory midsummer months 
in the history of many retail and jobbing firms. 

A general advance has been made on practically all 
machine shop and mill supplies that will average about 
10 per cent. This includes machine bolts, carriage 
bolts, lag screws, rivets, etc., and all stocks on hand 
are rather light. 

Country and suburban merchants state that the farm- 
ing trade is very satisfactory inasmuch as there are 
comparatively few charge accounts, as farmers are 
generally paying cash for all of their purchases. City 
business is also good, but not in the same proportion as 
the showing made by outside merchants. 

Agricultural Implements.—The demand is falling off some, 
but this is natural at this season of the year. However, 
there is a good demand for hay and manure forks, and a 
fairly good one for garden rakes. 

The wholesale price on tobacco transplanters is $48 per 
doz. 

Anvils.—Business is reported to be at a standstill with the 
country merchants. Few of the city merchants carry stocks 
of anvils. 

Jobbers quote 80 and 100 lb. anvils at 23c. per lb. 

Automobile Accessories.—This branch of the business is 
growing so fast that it is difficult to keep a correct tab on 
it. All merchants now carry something in the accessory 
line, and they are adding daily new articles needed by auto- 
mobile owners. The tire business appears to lead in popu- 
larity and many dealers who heretofore did not carry stocks, 
but transmitted orders to tire agencies, have now abandoned 
this plan and are putting in supplies of tires to fit all stand- 


ard sized wheels. Quite a large number of pocket flash- 
lights are being sold, especially by the country merchants. 

Axes.—The expected advance on axes has not yet been re- 
ceived, but it is anticipated at an early date. As this is not 
the season of the year for the sale of axes, business is nat- 
urally very dull. 

Babbitt Metal.—Quotations on babbit metal are very much 
firmer, but no changes have been made recently by different 
manufacturers. Business is just about holding its own. 

Jobbers quote Wing’s babbit metat at 28c. per Ib. 

Bale Ties.—On account of the heavy demand dealers’ 
stocks have generally been exhausted and many merchants 
have been compelled to make repeat orders. The hay crop 
in this vicinity is very heavy. 

Wholesale quotations on wire gage sizes mostly in demand 
are as follows: 9%4-ft., No. 15, $1.45 per bundle. 

Barb Wire.—An improvement is noted, especially in the 
demand from country merchants. However, not many are 
desirous of buying for fall delivery even at present quota- 
tions. Information that the independent mills had made 
advances on all wire goods has not yet changed local job- 
hers’ quotations. 

Jobbers quote 4-point hog wire in 80 rod reels at $4.40 per 
reel, and 2 point cattle wire at $4.10. 

Binder Twine.—It is generally reported that the present 
season will turn out to be the largest that merchants have 
ever experienced. The large value of sales is attributed, to 
a certain extent, to the present prevailing high prices. 

The jobbers’ price on binder twine is 21%c. per Ib. 

Carriage Bolts.—The latest change in quotations in car- 
riage bolts makes the discount 50 and 5 per cent, and for 
larger sizes 35 and 5 per cent. Quite a large number of car- 
riage bolts were sold by the Government to a local jobber. 
Most of these were of the smaller sizes. 

Carbon Drillis—An advance has been made and to-day’s 
wholesale quotation is 50 and 5 per cent off list. Business is 
just holding its own. 

Chain.—The farmers are buying in fair sized quantities, 
hut there is no particular rush. Although the jobbers’ quo- 
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tations is not changed, it is expected to be marked up at an 
early date. 

The price of common coil chain is 6%c. per lb. base. 

Chain Blocks.—A general advance of 10 per cent has been 
made and to-day’s quotation on Yale triple and duplex chain 
blocks is 50 per cent plus list. 

Coach Screws.—Machine tool builders use quite a large 
quantity of these for crating purposes, and the demand just 
now is very good. An advance is noted and to-day’s quota- 
tion is 50 and 10 per cent off list. 


Coasters.—Business is falling off a little, but merchants 


will have very few coasters to carry over into the next 
season. 
Jobbers’ quotations on coasters are as follows: No. 1 


coaster, $4.70; No. 2, $4; No. 3, $4.40, and No. 4, $4.65. 

Finished Material.—Both black and galvanized sheet are 
very much firmer, and to-day’s mill quotation on No. 28 
black is 4.35¢c. Pittsburgh, and No. 28 galvanized, 5.70c., with 
a freight rate to Cincinnati of 23c. per 100 lb. There is also 
a fairly good demand for blue annealed sheets. Reinforcing 
concrete rods are being bought in comparatively large quan- 
tities mostly by outside builders. 








Cutlery Market Conditions 
and Prices 

















Chicago Cutlery Market 


Office of HARDWARE AGE, 
Chicago, Aug. 2, 1919. 
ONDITIONS in the cutlery market reflect very little 
C change during the past week. Prices all along the line 
are very firm, and the only price changes reported are 
in the nature of advances. 

Shears have taken an advance of 15 per cent, under notice 
of July 26th, and manufacturers are predicting another ad- 
vance of from 10 to 15 per cent before January 1. The 
udvance is said to be due to increased labor costs. Local 
jobbers have received notice that prices on Community Plate, 
Oneida Community Reliance Plate and Oneida Community 
Par Plate have been withdrawn. New prices are to be fur- 
nished as soon as the circulars can be received from the 
printers. All orders received after July 26 are to be in- 
voiced at the new prices. 

Jack Knives.—American two-blade standard gauge pocket 
knives, length 3% inches, stag or wood handles, $6.75 per 
dozen, net, f.0o.b. Chicago. Above are steel lined and black 
inside and with steel bolsters and no cap. 

Length 35% inches, stag or wood handles, $11.50 per dozen 
net, f.o.b. Chicago. Above are brass lined with nickel silver 
bolsters, caps and shields and clean inside. 

Length 354 inches, stag or wood handles, $17.75 per dozen 
net, f.o.b. Chicago. Above have two cutting blades and one 
patented punch blade. They are brass lined with nickel 
silver bolsters, caps and shields. 


Length 35 inches, stag handles, “Boy Scout” pattern 
pocket knives, $19.80 per dozen net, f.o.b. Chicago. Above 


have one cutting blade, one patented punch blade, one can 
opener blade, and one combination screwdriver and bottle 
cap opener blade. 


Butcher Knives.—Standard beech handle, American-made 
butcher knives, “fully guaranteed.” Three brass saw screw 
rivets in handles, 6-in., $3.50 per dozen, net, f.o.b. Chicago; 
7-in., $4.50 per dozen, net, f.o.b. Chicago; 8-in., $5.25 per 
dozen, net, f.0.b. Chicago. Standard patterns kitchen knives, 
75e to $2.00 per dozen, f.o.b. Chicago. 

Toilet Clippers.—Khedive, $1.55 per pair net, f.o.b. Chi- 
cago; Success, No. 1, $1.80 per pair net, f.o.b. Chicago; Suc- 
cess, No. 0, $1.90 per pair net, f.o.b. Chicago; Brown & 
Sharpe, No. 000, list per pair $4.00, less 25 per cent discount; 
Brown & Sharpe, No. 00, list per pair $4.00, less 25 per cent 
discount; Brown & Sharpe, No. 0, list per pair $4.00, less 25 
per cent discount; Brown & Sharpe, No. 1, list per pair 
$4.00, less 25 per cent discount. 

Razors.—Old style open blade type, with rubber handle, 
full hollow ground, %-in., %-in., %-in., $21.00 per doz. net, 
f.o.b. Chicago. Three-quarter hollow ground, %-in., %-in., 
%-in., $18.00 per doz. net, f.o.b. Chicago. Half hollow ground, 
%-in., 5¢-in., %-in., $14.00 per doz. net, f.o.b. Chicago. 

Safety Razors.—Gillette Standard and vest, pocket edition, 
list $60.00 per dozen. 

Auto-strop standard and army edition, list $60.00 per doz. 
Above takes a discount of 25 per cent f.o.b. Chicago. 

Extra blades for above, 6’s, 50c., and 12’s, $1.00, 
per cent discount per package. 

Gem Damaskeene safety razors, 1 dozen lots, $8.40 per 
dozen net, f.o.b. Chicago; 3 dozen lots, $8.00 per doz. net, 
f.o.b. Chicago; 12 dozen lots, $7.50 per dozen net, f.0.b. Chi- 
cago. Gem extra blades, lots of 1 dozen packages, $4.20 per 
dozen packages; 12 dozen packages, $3.84 per dozen pack- 
ages; 36 dozen packages, $3.60 per dozen packages. 

Ever Ready safety razors, 1 dozen lots, $8.40 per dozen 
net, f.0.b. Chicago; 3 dozen lots, $8.00 per dozen net, f.o.b. 
Chicago. Ever Ready extra blades, standard package of 6 
blades, lots of 1 dozen packages, $3.36 per dozen packages: 
per card of 2 dozen packages, $6.72 per dozen; 
ecards in one shipment, $6.24 per card. 
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Obituary 


ENRY H. ROBERTS, Philadelphia manager of The 
Iron Age, died Saturday, July 26, at his summer 
home in Atlantic City, N. J. 

Mr. Roberts was 
born in Philadelphia, 
in which city he be- 
came assistant to the 
local business man- 
ager of The Iron Age 
about 30 years ago. 
He later was in 
charge of the offices of 
The Iron Age in St. 
Louis and Chicago. 

Although Mr. Rob- 
erts’ administration of 
the affairs of the Chi- 
cago office was emi- 
nently successful, a 
yearning for his na- 
tive city caused him to 
apply for a transfer 
to Philadelphia, when 
a vacancy occurred 
there in May, 1905. 
Then for a time Mr. 
Roberts was engaged 
in a private enterprise 
of his own, but the 
call of the publishing 
field again came to him and he became advertising man- 
ager of the Hardware Reporter, St. Louis, continuing, 
until the absorption of that paper by HARDWARE AGE 
in 1913, when he was again placed in charge of the 
Philadelphia office of The Iron Age. 

Mr. Roberts was active in church work and in com- 
munity affairs and was a prominent member of the 
Manufacturers’ Club of Philadelphia. He leaves a 
widow, two daughters and a son, Henry H., Jr., who 
only recently returned from extended service with the 
American Expeditionary Forces. 











Table Cutlery.—‘‘Gross Goods,” standard makes and pat- 
terns, cocoa, ebony, and white bone handles, $11.00 to $33.00 
per gross net, f.o.b. Chicago. 

Silverware.—1847 Rogers flatware, new list prices dated 
July 15. 1919. On basis $11.00 per doz. for teaspoons; 
on basis $22.00 per doz. for tablespoons, less 50-10-5 per cent 
disount. 

Nickel Silverware.—Teaspoons, $13.40 per gross net, f.o.b. 
Chicago. Tablespoons, $26.86 per gross net, f.o.b. Chicago. 
Medium knives and forks, six knives and six forks in a set, 
$3.50 per set net, f.o.b. Chicago. 

Chicago jobbers have not yet announced their new shear 
prices to conform with the manufacturers’ advances, but 
the new quotations will be given in our next report. 


Boston Cutlery Market 


- Office of Hardware Age, 
Boston, Aug. 2, 1919. 
UGUST opens with manufacturer, jobber and retail 
A dealer not knowing how they are coming out this fall in 
the matter of supplies. As the weeks pass, the situa- 
tion appears to grow more and more confusing, which, of 
course, is a highly unsatisfactory condition to do business 
under. But as everybody says: 


“What are we going to do about it? The only thing we 
ean do, is to make the best of the situation.” 

Some of the manufacturers have withdrawn their price 
lists, and the feeling here is that others will before long. 
97c. each; No. 10, $1.58; No. 9, 
$2.45. Dental snips, No. 0, $9.80 





Snips.—Trimmer, No. 12, 
$1.72; No. 8, $1.95; No. 7, 
doz.; No. 1, $10.75 


Scissors.—Heinisch and Wiss goods, 
(two sharp points), 3-in., $8.85 list per doz.; 3%-in., $9.20: 
4-in., $9.50. Standard ladies’ (one round and one sharp 
point), 4-in., $9.50 list per doz.; 5-in., $10.10; 6-in., $11.40. 
Pocket (two round points), 4-in., $8.85 list per doz.; 4%-in., 
$9.20; 5-in., $9.50. Buttonhole, 4%-in., $11.40 per doz. Mant- 
cure, 2 1/3-in., $12.65 per doz. Nail, 3%4-in., $12.65 list per 
doz. 


standard embroidery 


Shears.—High-grade japanned, 6-in., $8.60 per doz.; 6%-in., 
$9.20; 7-in., $9.70; 744-in., $10.25; S-in., $10.80; 8%-in., $11.35; 
9-in., $13.45; 10-in., $16.70; 11-in., $18.85; 12-in., $20.45; 13-in., 
$22.60. Popular-priced goods (warranted), all sizes, $4 per 
doz. Low-priced goods, all sizes, $2 per doz. 


Knives.—Butcher knives, standard make, 6-in., $4 per doz.; 
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7-in., $4.80; 8-in., $6; 9-in., $7; 10-in., $8.50; 12-in., $11; 14-in., 
$14. 


Packet Knives.—Standard make, $7.50 to $9 per doz. 
Halr Cutters.—Popular kinds, plain cases, 75c. and $1.50 
each. Fancy cases cost more. 


Hardware Age 


Safety Razors.—Gillette regular, sets, $5; traveling sets, 
$16 to $27, less 25 per cent discount; Auto-strop, regular 
sets, $5, less 25 per cent discount; Gem, $1 sets, $8.40 in 
dozen and $9 in less than dozen lots; Ever-Ready sets, $8.40 
in dozen and $9 in less than dozen lots. 








TRADE CONDITIONS IN 
Paints, Oils and Colors 








Boston Paint Market 


OFFICE OF HARDWARE AGE, 
Boston, Aug. 2, 1919. 


ETAIL hardware dealers are still doing a good mixed 

paint business, but it is only fair to state that sales 

were not as large, on the average, as they were a 
month ago, possibly because of weather conditions. 

Brushes.—Nothing new or interesting has developed in the 
brush market. The manufacturers apparently have enough 
to do, and there is just enough stock moving in a jobbing and 
retail way to keep interest alive. 

Dry Colors.—While the demand for dry colors is far from 
brisk the market appears sentimentally stronger. This 
firmer undertone to sentiment appears to be based on the 
belief that German goods will not be allowed into the coun- 
try as early as most of the trade feared. The trade here 
felt they were justified in having some protection from in- 
vasion of foreign goods, and they have a suspicion they are 
going to get it. Local stocks are still comparatively small, 
according to well informed people. 

Barrel Lots.—Plaster of paris, $4 to $4.25 per bbl.; whit- 
ing, commercial (bolted), 2c. per lb.; whiting, gilders, 2%4c. 
per lb.; dry zinc (American), 20c. lb.; lamp black, bulk, 
15c. lb.; lamp black, in 1-lb. packages, 19c.; raw and burnt 
umber, 9c. to 12c. lb.; raw and burnt sienna, 15c. to 17e.: 
Prince’s metallic brown, 3%4c.; yellow ochre, 34ec.; Venetian 
red, 2%c. lb. 

Pound Lots.—Paris green, in 1-lb. packages, 50c. Ib.; in 
%4-lb. packages, 5lc. lb.; in %4-lb. packages, 52c. lb.; ultra- 
marine blue, 24c. Ib. 

Glue.—No increase in the consumption of glue is noted. 
Local supplies are more than ample for all immediate re- 
quirements and prices do not change. 

Glue, ground, 14c. per lb.; plate, 35c. per lb.; clear bon- 
net, 37c. Ib. 

Lead.—The lead market appears stronger, although prices 
are guaranteed until the last of November. The better feel- 
ing is based on demand, which shows an improvement. The 
consumption of lead in other sections of the country evident- 
ly has been heavy, for the manufacturers are reported as 
behind in orders, a fact that has helped the local market 
to some extent. For instance, it is always easier to sell 
something that is hard to get than it is anything plentiful 
and a drug on the market. 

White, in oil and dry, 12%-lb. kegs, 13%c. lb.; 25 and 
50-lb. kegs, 13%4c.; 100-lb. kegs and larger, 13c.; for 500-Ib. 
lots and over deduct 5 to 10 per cent. Dry red lead and 
litharge, 12%-lb. kegs, 13%4c. lb.; 25 and 50-lb. kegs, 13\c.; 
100-lb. kegs and larger, 13c.; red lead, in oil, 121%4-lb. kegs, 
l4c.; 25 and 50-lb. kegs, 13%c.; 100-lb. kegs and larger, 
13%c. Ib. Orange mineral, 1214-lb. kegs, 13%c. lb.; 25 and 
50-lb. kegs, 13%c.; 100-lb. kegs and larger, 13%4c. 

Oils, Etc.—A further advance in the price of local linseed 
oil prices is recorded this week, amounting to 5c. per gallon. 

Castor oil, $2.30 per gal.; cylinder oil, 50c. gal.; gasoline, 
50 gal. or more, 25%c. per gal.; kerosene, 50 gal. or more, 16c. 
gal.; lard oil, $1.80 gal.; alcohol, denatured, 53c. gal.; wood, 
$1.40 gal.; linseed, raw, in barrel lots, $2.36 gal.; in 10-gal. 
lots, $2.41; in 5-gal. lots, $2.43; in gal. lots, $2.46; boiled, 
in barrel lots, $2.20 to $2.31 gal.; neatsfoot, $1.85 gal.; 
sperm, $2.30 gal.; paraffin, 35c. gal.; floor oils, 50c. gal.; 
turpentine, $1.47 gal. in barrel lots; in 10-gal. lots, $1.52; in 
5-gal. lots, $1.54; in 1-gal. lots, $1.57. 

Shellac.—Shellac gums are scarcer than ever, and those 
fortunate enough to own them have no trouble in securing 
$1.25 to $1.50 per pound for them. Shellac varnishes have 
been marked up 20 to 30c. per gallon by the local paint 
houses. 

Sundries.—Prices for putty, floor waxes, rosin, gold leaf, 
paper hangers’ tools, paint removers, stains, everything in 
fact in the sundries line, are very strong. Everybody from 
the largest down to the smallest fellow is carrying just as 
little stock as he can get along with, and the market there- 
fore keeps in a good healthy condition. 

Putty (best), in 125-Ib. drums, 8c. lb.; commercial putty 
(in drums), 6c.; floor waxes, 45c. per lb.; paraffin wax in 
225-Ib. cases, 118-20 melting, 9%4c. Ib.; 123-25 melting, 9%(c.; 
128-30 melting, 10%4c.; crude wax, 7c. per lb. Paint remover, 
$2.50 list; oxalic acid, 35c. per Ib. 

Varnishes.—The varnish situation is unchanged. Prices 
are extremely strong, the demand for goods is better than 
it usually is at this season of the year, nobody appears over- 
stocked, and the outlook for prices on raw materials is just 
as bullish as ever. , 





Twin Cities Paint Market 


Minneapolis and St. Paul, wuly 31, 1919. 


HIS is a very unusual year for the sale of paint ma- 

terials. Instead of the market dropping off to a low 
point in July, as in previous years, the sale has kept up 
to a very good volume straight through. There has been 
so much painting to be done that it has continued through- 
out the summer season in spite of any detrimental effects 
from insects and dust on outside work. Inside work and 
new buildings has progressed rapidly, making a heavy 
call on this class of material. The market on linseed oil 
and on turpentine continues to go up with apparently no 
limit in sight. The new price on mixed paints does not 
seem to stop sales to any great extent. 


Mixed Paint.—This is selling rapidly for this season of 
the year in both large and small quantities for customers. 
House jobs are frequent and smaller quantities for the 
refinishing of single rooms are selling freely. 


We quote from local jobbers’ stocks: Mixed paint at 
$3.60 per gal. for first grade; $2.30 per gal. for second 
grade. 


Linseed Oil.—There seems to be no limit to the price to 
which linseed oil has been going. The past week there 
has been another advance of 5c. on the price, but even 
this does not seem to slow up sales to any extent. 


We quote from local jobbers’ stocks: Boiled linseed oil 
in barrel lots at $2.40 per gai.: raw linseed oil in barrel 
lots at $2.38 per gal. 


White Lead.—White Lead continues to sell at about the 
same rate as for several weeks past. The call is consid- 
erably lighter along this line than in previous years com- 
pared to the amount of paint and paint materials being sold. 


We quote from local jobbers’ stocks: White lead in 100-lb. 
lots at $11.81 per cwt. with the usual differentials for size 
of package and quantities. 


Turpentine.—Evidently there is no limit to the price of 
turpentine. Sales continue to be good, however, and there 
seems to be a good demand for this materiai for some time 
to come. 


We quote from local jobbers’ stocks: Turpentine in barrel 
lots at $1.51 per gal. 


Denatured Alcohol.—Denatured alcohol is selling at a fair 
rate and price is holding steady as last quoted. We quote 
from local jobbers stocks denatured alcohol] in barrel lots at 
50c. per gal. 


Shellac.—Shellac is still moving very nicely with prices 
holding steady as per previous quotation. Stocks are in fair 
condition although a shortage is developing rapidly along 
this line. 


We quote from local jobbers’ stocks: White shellac in 
barrel lots at $4.50 per gallon. Orange shellac in barrel 
lots at $4.25 per gallon. 


Steel Wool.—Painters are still demanding quantities of 
steel wool for their work and prices show no further change. 


We quote from local jobbers’ stocks the No. 00 steel wool 
at $1.03 per lb.; No. 0 at 67c. per lb.; No. 1 at 53c. per Ib. 


Chicago Paint Market 


Office of HARDWARE AGE, 
Chicago, August 2, 1919. 


EPORTS from the paint and varnish makers of this city 

indicate that they are doing a very satisfactory busi- 

ness despite the strikes and lockouts which are holding 
up new building. 

In Chicago proper, the recent heavy increases in rentals 
have induced thousands of men to purchase lots and arrange 
to build homes. Real estate dealers say that the ownership 
of lots by individuals is the greatest in years. In many 
cases, men employed at high wages during the war have 
purchased lots on the installment plan. Wages are_still 
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high, and these men are now preparing to build homes. 
Most of the homes contemplated are of wood construction, 
and will require painting. As an evidence of future pros- 
pects, dealers report the distribution of thousands of paint 
and varnish catalogs, color cards, etc., on direct request. 


Flat owners, who are asking almost exorbitant rentals, 
are finding that they must paint and decorate the apart- 
ments thoroughly in order to hold the tenants, and this is 
creating a heavy demand for interior paints and varnishes. 

During the past week linseed oil has taken another jump 
of 6c. per gallon, and the market is still bearish. Very dis- 
couraging seed crop reports from the Northwest are aiding 
this movement. Commission men of the Duluth and Chi- 
cago districts say that there is very little appearance of 
manipulation in the flaxseed market. Both jobbers and 
retailers are buying linseed oil in as small quantities as 
possible to protect their stocks, and the crushers appear 
to be buying only enough of the high priced seed to protect 
their oil sales. There is plenty of adulterated oil on the 
market, which is being offered at $1.77 raw and $1.78 boiled, 
f.o.b. Chicago. 

Turpentine has also been soaring in price, and has estab- 
lished a new top price level. The advances are still at- 
tributed to the export demand. The domestic demand is 
light, as consumers are buying from hand to mouth, hoping 
that the market will break. 

Brushes.—Brushes continue to sell in fairly good quantity, 
and if building is resumed, sales for the season will be 
more than satisfactory. Many of the sales in this vicinity 
are being made to home owners who are doing their own 
painting and varnishing. Prices are naturally high, due to 
the raw material and labor markets, and there is nothing to 
indicate any immediate declines. In fact, some local job- 
bers assert that they will go higher. Be that as it may, 
dealers generally are buying only such quantities as are 
needed to supply their trade for from 30 to 60 days in ad- 
vance. 

Mixed Paints.—Sales of mixed paints are better than deal- 
ers had expected in the face of the building tie-up. Small 
containers are selling better than the larger ones in this 
district just now, and a large percentage of the sales is 
going to home owners. Naturally the heavy increases in 
prides of linseed oil and turpentine are having an effect on 
mixed paint. prices, and those dealers who have been putting 
off ‘their purchases will now have to pay from 25c. to 30c. 
per gallon more than in the early spring. 

Linseed Oil.—Linseed oil is still climbing in price, and 
today’s quotations are 6c. per gallon higher than those of a 
week ago. Local crushers seem unwilling to quote prices 
for delivery beyond October first. The seed situation is a 
serious one in the Northwest, and although there is some 
Argentine seed coming in, there is not enough to affect the 
market on oil. For several years past there has been a 
gradual reduction in the amounts of linseed oil produced, 
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and at the present time there is very little linseed oil in 
the hands of the crushers that has not already been sold. 

We quote from jobbers’ stocks, f.o.b. Chicago: Strictly 
pure linseed oil, in barrels, 1 to 4 barrels, 1 delivery, raw, 
$2.48 per gal.; boiled, $2.50 per gal.; 5 to 9 barrels, 1 deliv- 
ery, raw, $2.28 per gal.; boiled, $2.30 per gal; 10 barrels or 
over, 1 delivery, raw, $2.23 per gal.; boiled, $2.24 per gal. 

Turpentine.—Turpentine is still on the up-grade, having 
advanced llc. per gallon since our last report. The high 
prices are said to be due to the heavy export demand, as 
England, Italy, Norway and Sweden are now reported as 
buying heaviiy. Germany is also said to be about to enter 
the market for large quantities of turpentine. Local con- 
sumers are buying in very small quantities in the hope that 
the present high prices will break. However, if the export 
demand continues it is hardly reasonable to expect much 
in the way of declines. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
pure turpentine, in barrels, $1.49 per gal. 

Denatured Alcohol.—Conditions in the denatured alcohol 
market are practically the same as for some time past. The 
demand is fair, and jobbing stocks are fully adequate to 
care for it. The producers report a fair volume of orders 
for future delivery. Prices are unchanged. 

We quote to retailers, f.o.b. Chicago: 180 deg. denatured 
alcohol, in barrels, 50c. per gal.; 5 and 10 gal. kegs, 20c. per 
gal. higher; 1 gal. cans, 25c. per gal. higher, which price 
includes containers. Where sold in bulk in less than barrels 
the price is 10c. per gallon more, with extra charge for the 
cans, 

White Lead.—The market on white lead in oil is very firm, 
and sales are reported as very satisfactory. It was reported 
that the high prices of linseed oil would force an immediate 
advance in white lead, but so far the producers have made 
no price changes. 

We quote to retailers, f.o.b. Chicago: 100-lb. kegs, per Ib., 
13c. in quantity; single kegs, $13; 50-lb. kegs, per Ib., 13\c. 
in quantity; single kegs, $6.75; 25-lb. kegs, per Ib., 14%4¢. in 
quantity; single kegs, $3.45; 1214-lb. kegs, per lb., 13%c in 
quantity; single kegs, $1.80 (500-lb. lots or more, %c. per Ib. 
less). 

Shellac.—There is very little of interest to report in the 
shellac market. There are no supplies and therefore no 
sales. One shipload is reported to have arrived in New York 
last week, but the cargo was sold before shipment. ‘Those 
in position to know predict that there will be no changes in 
the local market this year except advances. 

We quote from jobbers’ stocks, f.o.b. Chicago: Pure’ white 
shellac (4-lb. goods), in gallon cans, $5.25 per gal.: pure 
orange shellac (4-lb. goods), in gallon cans, $5.15 per gal. 

Dry Materials.—We quote from jobbers’ stocks, f.o.b. Chi- 
cago: New York plaster of paris, in barrels, $3.50 per bbl.: 
gilders’ whiting, in barrels, $1.75 to $2.50 per ecwt.; English 
Venetian red, in barels, $2.50 to $4 per ewt. 
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Publicity for the Retailer 





Regarding a Little Publication for Hardware Store Employees—Boosting 
Local Building by Letter—Electric Conveniences Specially 
Desirable During August—Auto Accessories 


Introducing ‘‘The Buzzer’ 


By Burt J. PARIS 


’ 


No. 1 (6 in. x 9 in.) 
OT every hardware store can make use of an 
N internal publication, but this reference will 
catch the eye of some hardware men who can 
make good use of such a journal. 


1—A publication for hardware store employees 


tm BUZZER 








NEWARK, N. J. 


_JULY, 1919 


A Store Journal issued by Ludlow & Sqaier’s Co-workers 


.9-0-0-0-0-0-0-0-0-0” 


On Friday night, April 25th, a 
very disastrous three alarm fire 
completely wrecked our-Market and 
Washington Street stores. It was 
four hours before it was under con- 
trol. Back taps were sounded at 
noog on Saturday. Six feet ef water 
had to be pumped from the cellars. 
Temporary offices were located in 
the Metropolitan Building for two 
weeks. During this time telephone 
service was maintained in our own 
office which was damaged by smoke 
and water.’ The Builders’ Hard- 
ware Department and fourth floor 
stock rooms were. badly damaged by 
smoke and water. The Shipping 
Department and Order Department 
are using the second floor of 239 
Washington Street, which building 
we have just occupied. New floors 
have been laid in both stores and 
temporary fixtures and cases have 
been installed. The building is re- 
ceiving a thorough renovation. 





May and June issues of the 
“Buzzer” were discontinued owing 
to the fire which brought about 
extra work, and no time could be 
found ¢o work on our paper. 





It is not the hours you put in that 
count, it is what you put in the hours 


It seems that some of the co- 
workers do not read the “Buzzer” 
through each month, for one of our 
stenographers near the front win- 
dow on the third floor just found 
out that Mr. Wilcox’s car was 
stolen. Not to mention this lady's 
name, but would refer this young 
lady to a first class optician, 





During the days we worked in 
almost total darkness after the fire. 
Miss Williams said, “Mr. Skiff, we 


are sadly in need of a light,” and- 


Skiff, turning to Joseph, said, “Here 
comes an Israelite.” 





Something New 
Ruth Bodwell of Rahway is the 
proud owner of a new diamond 
ring. We all congratulate her and 
the lucky fellow. After a long 
“Chase” she finally landed George 





TRADE WINNERS 
Tke man who deals in sunshine 
Is the one who gets the crowds; 
He transacts a lot more business 
Than the one who peddles clouds; 
And the salesman who's a frowner 
Will be beaten by a mile 
If the man at the next counter 
Meets his patrons with a smile. 





Just ask Mrs. Godfrey how she 
does her billing. Single or double 
entry. 

















“crane Scull, Swain & Ballare smresm wuss 
HARDWARE 


405 NORTH THAVIS STREET 
Pwone 2 


Sherman, Tex, July 1th, 1919, . 101 


Mr, Real Estate Dealer, 
Citye- 
Deer Sir:- 


Had you noticed how quickly homes that are 
advertised ‘‘FOR RENT’* are rented, and how many ap-- 
Plicants were disappointed? 


Really, hemes are at a premium in Sherman! 

The landlord who happens to have a house vacated hae 
no worries, as he knows he can secure another desirable 
tenant and often at a better rental than before. 


You, Mr. Real Estate Man, and your clients ere missing 
an opportunity if you do not take advantage of the 
present situation and BUILD houses to accommodate these 
people. 


Of course, #¢ went to sell you the hardware, and ve 
feel safe in assuring you that prices will not be 
lowar this yea, so delay will mean only a4 loss, 


Come im and let's talk it over. 


Yours very truly, 
Scull, Swain & Wdhlace, 
Per . Om 


3—One way to boost building 











Look, then, at the first page of the little 4-page 
monthly published by the firm of Ludlow & Squier, 
Newark, N. J., for the benefit of their employees. 

The purpose of “The Buzzer” is made plain by a 
paragraph on its editorial page. Here’s the para- 
graph, “The Buzzer is edited by and in the interest 
of the co-workers of Ludlow & Squier, and published 
for them in the hope of bringing each other into 
closer relation with all and with the object of dis- 
seminating information and promoting efficiency, 
loyalty and good fellowship.” 

Just read the items on this reproduced page and 
you will catch the intimate touch that may be 
secured only through the medium of an internal 
house publication. 
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g Electric Cooking and Household Comforts 2—Comfort and convenience for hot weather 
No. 2 (2 cols. x 15 in.) 
STORE HOURS — OPEN 7:30 A. M, CLOSE 6:00 P M. 
‘THIS ad was sent us by C. B. Hunt, who ably 
manages the advertising department of W. J. oname oe AB ge nacre 
Pettee & Co., Oklahoma City, Okla. Mr. Hunt’s J 
hot weather slogan is, “Double your advertising in “THE MOST INTERESTING STORE IN OKLAHOMA" 





July and August to cure the supposed dull period.” 
Mr. Hunt has been taking his own advertising pre- 


scription and ads have been flowing out from Pet- Electric Cooking 
4—A good reminder ad on auto needs Appli ances 


Are a great convenience for hot weather cooking. They do not 
throw out any heat; ready any time you want to do any cooking. A 
kind for everyone.—First Floor. 








ate, Grill, $9.50 
wae J }) The handiest electrical cook- 
eae ing appliance you can have 

in the house. With this style grill you can toast, boil, 
poach eggs, fry and many other edibles can easily be 
prepared on the grill. Same as pictured above—has four 
different heat regulators; nickel plated finish. Price 
$9.50. —First Floor 


Universal Electric Toaster 
ure $6.35 


You will find the electric toaster yery 
handy for making toast right on the table, 





AUTO 
ACCESS- 
ORIES. 


We have the things 
you need for your 
car. Let us show 
























them to you. warm, crisp toast when ready for it. 
Nickel-plated finish, with rack on top for 
—— keeping the toast warm. Price ty 
Dunlop and Part- a 
se wera ae eee 
ome ectric ron, 92. 
Jacks, Wrench x G 
Sets, Pumps, Coffee Percolators, 
Spark Plugs, Oeteag Gritn $00 , 
Tire Testers, Electric Irons, $6.00 geen hohe 
Chains aie Pads, able-at handle for convenience. Com- 
Spot Lights a ae plete with silk extension cord. Price 
Polishes Pisst Fleer — hesuchaiania 





Vulcanizers, etc. 
Universal Electric 

















QUEEN AND 
PREMIER Iron, $6.00 
GASOLINE Standard 6-!b. iron, heating ele- 
ment fully guaranteed, 1 heavy silk 
cord, nickel finish, ebony handle, 
heatproof stand. Price $6.00. 
SUMNER CO Hot Point Electric Iron, $6.50. 
Second Floor 
MAIN 8ST. . 
Auto Supplies 
vai _ YOU WILL NEED ON AN 
OVERLAND TRIP 
BERORE we RUNNING BOARD LUG- 
OSE GAGE CARRIER, 9250 
a SATUR- Simple fastening on run- 
DAY AT oe Ad holds all 
packages; negt and dy. 
1.00 P. M. Price 





1919, AUTOMOBILS BLUE 
OK FOR TOURISTS 
‘qntains map skowing the 





Keep Cool this Summer 















































< with a yedte’ to take, siving dis- 
WESTINGHOUSE agen, A great, ely <e Ps 
Electric Fan —_ 
This line is the best for real we... BOOTS, 750 
j wees: ——— service and inexpensive to op- pages wt 
ae ee Se ie have S towout on the sour 
carry the Westinghouse ng 
: iff : d try roa you have # 
stvies suitable for home, of- | Sak Patio GU, frm 
tee’s thick and fast during the past few weeks, and “Sinch— Dep oo. ¥ 200 FORD TRUNK. RACKS 
Mr. Hunt intends to keep up the speed well into 12 inch—Desk Soa g2300 Mie “Feat ana. nothing 
6-inch—Desk ........ 28.C0 e -_ 
September 10-inch—Oseillating -» $23.00 a 
Here is a sample of Pettee hot-weather advertis- aca wo a —a 
ing and a very effective ad this is and run at a G-inch Special Home size — we Tventy wo. riches. long, 
time when its appeal is the greatest. Everybody Firs: Flees i 
likes to simplify tasks in the summer and keep as = 
cool as possible, and the housewife is no exception. DELIVERY PREPAID ON WAll CRSERS 
Read over the presentation of the electric grill Se tie” 
and the ease and comfort in hot weather cookery it 121-123 West Main aanen Giese 129 W. Colitemis 











pictures to the housewife. That’s the kind of copy 
which sells the goods. Note that the electric fan 
finds a place in the ad and also note the neat little well, each has a heading, copy and is priced. Try a 
Auto Supplies “filler” at the bottom of the ad. fow of them in your next ad. 

These few supply items are arranged exceptionally The set-up of this ad is excellent. Note how easy 
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5—The ad that raised the question 


FLORENCE 





(0) | Gam OX 6) GR WRONG Dh) 








You could be cooking 
your next family meal 
one minute from now, 
if you had a Florence 
Automatic Oil Stove. 
No wood to chop or 
gather, no kindling 


% needed to start a fire 








BUYS A with. 
FLORENCE 
OIL STOVE 


$24.50 





No smoke, no odor or 
wicks t ocontend with 
You can light a Flor- 
ence Automatic Oil 
Stove in a second and 
heat it in a minute. 





BUYS A 
FLORENCE 


$29.50 Oil Stove and Oven 
Buys a Plorence Oil 
0 Stove, oven and cab- 

| inet complete. 


We also handle the New Per- 
fection, the Economy and the Blue 
Belle Oi] Stoves. AM Oil Stoves 
are priced the same and have four 
burners. 











Ho wlong does it take 
you to get a hot fire 
in the stove you are 
now using? 

















IMON DANIEL 


Hardware, implements, Furniture 
322-324-326 North Beatan Street 
Phone CORSICANA 979 











to read it is and how clean-cut and inviting in 
appearance. 


Boosting Building 
No. 3 (Letterhead) (See page 114) 


J J. SCULL of Scull, Swain & Wallace, Sherman, 
* Tex., writes asking what we think of the letter 
reproduced herewith. We think it’s a rip-snorter, 
and calculated to boost the building game down 
Texas way. 

It is such letters as these that are helping to 
break the building deadlock; helping to convince the 
man who is afraid to put up a building for fear he 
will not get an adequate return on his investment 
due to sudden drops in labor and materials. There 
will not be any sudden drops. Carpenters in most 
cities are now receiving $7 a day and more, and in 
many sections plumbers are on strike for $9 a day 
and eight hours as working time. Wage scales 
cannot be reduced all of a sudden, but unless some- 
one like Mr. Scull gets busy and tries to show these 
things in black and white, builders and moneyed 
men are going to continue to feel cool in the extrem- 
ities. 

Score one for Scull, Swain & Wallace. Go to it, 
and we hope you’ll have lots of followers in the 
campaign to bring the building situation back to 
somewhere near normal. 


Auto Accessories Illustrated 
No. 4 (2 cols. x 10 in.) (See page 115) 


‘Tas ad comes to us from the Sumner Company 
of Moncton, N. B. As an illustrated auto acces- 
sory ad, it ranks in first place. It is built for the 
man who runs as he reads, and the selection of items 
reflects good judgment on the part of the adman. 
The copy is of the reminder type and calls to the 
reader’s attention several items in addition to those 


Hardware Age 


illustrated. Just now is a good time to use an ad 
of this type and this effort of the Sumner Company 
is a good model to follow. 


David Daniels Asks a Question 
No. 5 (2 cols. x 8 in.) 


THis ad was sent us by David Daniels who is 
back from the war and again looking after the 
advertising of his father’s big hardware store. 

Mr. Daniels propounds a question for us to an- 
swer and claims that discussion of this question will 
be of great benefit to hardware admen all over the 
country. As Mr. Daniels says he is awaiting the 
copy of HARDWARE AGE which will contain his ad 
and our answer, we’ll get busy and do our best. 

The question is this: Is it better to tell your 
story partly in the heading or should the namejof 
the article be featured leaving the text to explfin 
its advantages? ! 

This is the question that has puzzled copy writers 
since advertising began. Nobody has a real honest- 
to-goodness answer for it because it can only be 
answered in a very broad sense. Some of the most 
effective advertising ever published had neither the 
name of the article nor any of its uses or advantages 
incorporated in the heading. 

It will be noted in the reproduced Daniels ad 
that the heading is a name plate. In another ad 
submitted by Mr. Daniels in illustrating his ques- 
tion he had the words, “You Could Be Cooking Your 
Next Meal One Minute from Now If You Had a 
Florence Oil Stove.” 

Answering Mr. Daniels’ question from our own 
experience and after submitting the question to 
several well-posted advertising men, we would say 
that as a general rule it is best to combine the name 
of the article together with one or more of its selling 
points in the heading. It would seem that most 
advertisers do this very thing but this must not be 
taken to mean that it is the ONLY way in which 
an ad may be made effective, for assuredly it is not. 
But it is the SAFEST way, and in an uncharted 
science like advertising, this means a whole lot. 

By a selling point we mean not only an advantage 
in the article’s construction, operation, durability, 
etc., but how and in what manner it serves the 
person appealed to. There is a wide gulf between 
these two varieties of “selling points” and some of 
the most effective advertising campaigns have been 
based on the latter type of selling point. 

For instance, a vacuum cleaner may be most won- 
derfully built and possess exclusive advantages. But 
when you are advertising vacuum cleaners, you 
must take into consideration the great number of 
selling points that can be worked up on HOW IT 
SAVES TIME AND LABOR. 

Mr. Daniels has raised a question that confronts 
every advertising man, whether he is spending 
$1,000 or $1,000,000. We would like to hear the 
views of hardware men on this interesting question. 
Send yours in. 


Brief Notes of the Trade 


The Stanley-Glidden Company of Boston, a $50,000 
corporation, has been granted a Massachusetts charter 
to deal in automobile parts. 

The Holyoke Wire Cloth Company of Holyoke, with 
a capital of $30,000, has been given a Massachusetts 
charter to manufacture wire cloth. The incorporators 
are John and Alexander H. Warnock of Springfield, 
and George Dorherty, James Lees and A. Stuart 
Dunlop of Holyoke. 

The Hardware City Manufacturing Company of New 
Britain has received a Connecticut charter to manu- 
facture hardware specialties. The company has a 
capital of $25,000. 


Reading matter continues on page 118 
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McKINNEY HARDWARE 











A new line of wrought steel 
barrel bolts 


The simplicity of this new barrel bolt not only gives it 
a pleasing appearance but adds to the strength and wearing 
qualities as well. It is reversible for right and left hand 
doors and can be used with recessed doors and doors with 
fancy trim. 


One of the most important features of all is the one-piece 
construction. ‘There are no riveted pieces to work loose 
and cause trouble, as the barrel and plate are formed of one 
piece of steel. 


And it can’t possibly stick—the peculiar shape of the slot 
in the barrel guides the little knob back and forth. The 
surface staple or strike is made to allow for reasonable 
shrinkage or sagging. 

Packed with surface staples, with or without screws, as 
desired. Also with flat strike for jamb in addition to sur- 
face staples when so ordered. 


Write for a copy of Supplement A. 


Mc KINNEY MANUFACTURING COMPANY 


WROUGHT STEEL BULLDERS' HARDWARE 


PrrTSBURGH, PA. 

















Products Being Placed on theJMarket by Hardware Manufacturers 


Folding Table 


The Affa folding table, made by the 
Affa Specialty Co., 36 Southbridge 
Street, Worcester, Mass., is consid- 
ered ideal for campers and tourists. 
It slips under the floor mat of the 
automobile and is out of the way. It 
can be assembled in less than two 
minutes. The table is practically in- 
destructible and with ordinary care 
will last indefinitely. 








The Affa folding table 


The Affa is made entirely of steel, 
the top galvanized and the frame fin- 
ished in black enamel, baked on. It is 
very light, and a most compact fold- 
ing table. Four persons can be seated 
comfortably around it. Its dimen- 
sions are as follows: Size, open 26 x 
382 x 28 in. high; folded, 2% x 8 x 32 
in. long; weight, 14 lbs. 


‘* Gaspruf’’ Flexible Tubing 


The Atlantic Tubing Company of 
Providence, R. I., has brought out a 
“Gaspruf” flexible tubing which is 
designed for use on table lamps, floor 

















Interior view “Gaspruf” tubing 


lamps, gas heaters, gas flat irons, 
chafing dishes, coffee percolators, 
etc. 

“Gaspruf” really consists of two 
tubings in one. An inner core of 
rubber packed flexible galvanized 
steel is covered with a double jacket 
and with two coverings of gaspruf 


and gastight compound, having an 
outer covering of lustrous silk or 
silkaline. The steel core gives the 
strength necessary to durability, and 
the composition jacket, it is stated, 
makes this tubing leak-proof and odor- 
proof. 

The rubber ends of the “Gaspruf” 
tubing are of a high grade quality, 
and corrugated inside, so as to hold 
firmly. They are indestructible and 
safe. 


New Patented Broom 


Illustrated below is a new style 
and improved broom brought out by 
the Lee Broom and Duster Company 
of Lincoln, Nebr. It has a fibre cap 
which fits snugly over the shoulders. 
This cap, it is stated, is strong enough 
to ward off any damage when striking 
against objects and at the same time 
it is pliable enough so as not to mar 
furniture. 


Another exclusive feature is the 











Lee broom with fibre cap on shoulders 


patented way in which the broom is 
constructed. The fibre is held point- 
ing straight down the natural way, 
and as the broom wears shorter, all 
that is necessary is to cut one or more 
seams, and keep on using the broom. 
All seams may be finally removed and 
the fibre is still held in sweeping 
position by the patented head. 


4 in 1 Lathe Tool Holder 


The Windau Tool Company, 1567 
East 17th Street, Cleveland, Ohio, has 
recently placed on the market a new 
4 in 1 lathe tool holder which locks, 
unlocks and indexes with a wrench. 
The tool holder is easy to operate, 





has a positive action, and is said to 
be absolutely accurate. 

The shank is made from a drop 
forging and the turret from cold 
rolled steel, both pack harded in bone 




















Windau 4 in 1 lathe tool holder 


and oil. After once set up, no time is 
required for resetting and adjusting 
tools. The size of the shank is 1% 
inches x % inches. It admits % inch 
square bits. The outfit includes four 
blank high speed bits and a wrench 
packed in a wooden box. 


Bull Nose Bead 


The bull nose bead manufactured 
by the Milwaukee Corrugating Com- 
pany, Milwaukee, Wis., as shown in 
illustration, has a wide rounding nose, 











Milwaukee bull nose bead 


designed more especially for hospi- 
tals and institutions. It’s rounded 
front gives the corner protection from 
heavy trucks, etc. 

It also harmonizes with concave 
or rounded corners at floor and ceil- 
ing line and around windows, in build- 
ings where sanitary conditions are 
of primary importance. These beads 
are also made from tightcoat galvan- 
ized‘ open hearth sheets and, it is 
stated, will not rust. They are 
furnished in 5, 6, 7, 8, 9, 10, and 12 
ft. lengths. Wherever the exigencies. 
of the case require corner clips to 
provide a more ample and secure 
mailing surface, a special clip is 
furnished. 


Reading matter continues on page 120 


118 














UMI 


August 7, 1919 HARDWARE AGE 


119 








The Standard by Which All Others Are Measured 


SIX-DOOR “SLIDETITE” INSTAL- 
LATION—3 DOORS IN OPEN POSI!- 
TION AND 3 DOORS CLOSED. 








SLIDETITE 


(Patented) 


GARAGE DOOR HARDWARE 





ij ity 
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SIX-DOOR “SLIDETITE” INSTAL. aH i sos alll dali 


LATION—DOORS IN CLOSED POSI- ' 
TION EXCEPT ENTRANCE DOOR. ‘ 
oA 





Al 





“Slidetite” gives satisfaction to the user and profit to the hardware merchant. 
Has more advantages than any other style of garage door hardware. 


Made for private and public garage doorways. 


Write for particular information and prices 


Richards-Wilcox Mfs. (0. [si 


“A Haneer for any Door that Slides.’ 


CHICAGO BOSTON 
cHTIcAGo” AURORA, ILLINOIS,U.S.A. ioVan 
LOS ANGELES MINNEAPOLIS 
PHILADELPHIA LONDON.ONT. SAN FRANCISCO 


\CHARDS 
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‘*Ronson Alligator’ Wrench 


The “Ronson Alligator’ wrench 
offers eleven separate tools all in one 
blade. It is made by the Art Metal 
Works, Inc., of Newark, N. J. 

The wrench offers quite an appeal 
to motorists, bicyclists, etc., in fact, 
to all who have occasion to repair or 
adjust machines requiring the use of 
light tools. 

The eleven tools in the combination 
are thoroughly practical. The screw- 
driver has back of it a grip that is 
ample for all light work; the hexa- 
gonal % inch socket is right for 
spark plugs. Affording — sufficient 


“Ronson Alligator’ wrench 


power to secure proper tightness of 
the plug, it will not admit of tight- 
ening to the destructive degree that 
results in cracked porcelain. The 
wrench openings are of standard 
sizes. The large die is right for re- 
cutting the thread for the dust cap, 
on the body of the standard tire 
valve, while the smaller die rethreads 
the narrower top of the same valve. 
These dies are, of course, for use 
when the tubes are demounted, either 
on or off rims. 

A special feature is the spring 
leaf oiler. Oiling leaf springs with 
the “Ronson Alligator” is said to be 
child’s play. All that is necessary 
is to use the screw-driver as an 
entering wedge between the leaves. 
Tap it home lightly with hammer ap- 
plied to the other end of the “Alliga- 
tor.” Use the wrench as a lever 
to tip it up to an angle of 45°. Place 
a few drops of oil in the pool formed 
by the eye, and it will flow down the 
channel and between the leaves. If 
one prefers to use grease or graphite 
rather than oil the screw-driver blade 
will serve as a spreader while lubricant 
is being placed with knife or other 
flat-surfaced tool. 

The length of the combination is 
8% inches, the maximum width 
2% inches. Though it weighs only 


six ounces, it is case hardened, and 
amply strong for all requirements in 
the field intended. 


Ford Crank Case Support 


The Gemco Mfg. Company, Milwau- 
kee, Wis., has introduced a new crank 
case support for the Ford car. It 
substantially supports the crank case, 
in fact, holds the crank case firmly 
together so that the broken arms may 
be forgotten. 

This device, the company states, 
will outlast any Ford, even after 


The Gemco crank case support for Fords 


the arms have been broken. The at- 
tachment is made in less than fifteen 
minutes. This crank case support 
gives a regular clamping truss effect. 
It is a clamping truss support; it 
holds the whole crank case together, 
it is said, even more firmly than was 
possible before being damaged. 


Woodworth Auto Lock 


The new Woodworth auto lock con- 
sists of a heavy steel chain having 
links 2 inches wide made of % inch 
steel with a high grade Yale Tumbler 
Lock rim. The chain is covered with 
leather where it comes in contact with 
the paint. It is recommended that 
the chain be used on the right front 
wheel. 

This lock does not prevent the car 
from being moved in case of fire, 
as is required by the city ordinances, 


Reading matter continues on page 
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but it is stated that it effectually pre- 
vents stealing for it causes such a 
bumping that the car cannot be run 
except very slowly and the chain 
makes such a clattering sound. that 


The new Woodworth auto lock 


the attention of the police would im- 
mediately be called to it if anyone 
attempted to get away with it. The 
device is easily carried in the car and 
fits any style or size of wheel or rim. 
In emergencies it can be used for a 
mud hook. 


Standley Carrier 


The Standley Skid Chain Company, 
Boone, Iowa, is the maker of the 
Standley Carrier, which is adaptable 
for tourists in carrying baggage, for 
carrying suit cases when meeting 
trains, for mail, farm products, travel- 


The Standley carrier attached to running 


ing men’s samples, hunters, campers, 
etc. 

The Standley Carrier is convenient 
and quick detachable. When extend- 
ed it forms a complete basket. It 
clamps to the running board of cars. It 
is impossible for clamps to work loose* 
as same are provided with lock-nuts. 
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DEALER 


Your keenest competitors profit 
by stocking this chuck. Over 
75% of the hardware dealers 
in the U. S. A. sell mill sup- 
plies. These men claim that 
they are their most profitable 
lines and our percentage of the 
total drill chuck business of the 
country is so great that we 
know most of these men must 
sell the 


JACOBS CHUCK 


whose clutch of tenacity, grip 
of precision, master key of 
safety and certainty, insure 
ease, speed and convenience of 
operation. 


They Are Mighty Profitable 
Why Not Stock Them? 



























































Notes of the Retail Hardware Trades. 


YLACAUGA, ALA.—James Hawkins has sold his 

interest in the Hammett Hardware Company to J. 
Edward Wallis. The firm name will remain unchanged, 
and the stock of mechanics’ tools now handled, will be 
increased. Catalogs requested on wrenches. 

FAYETTEVILLE, ARK.—The Bates Brothers Company 
now carries a stock of automobile accessories, crockery 
and glass, cutlery, electrical household specialties, shelf 
hardware, kitchen housefurnishings, etc. 

MANSFIELD, ARK.—The Farmers Hardware Company 
has been incorporated with a capital stock of $10,000. 
The incorporators are Joseph R. Taylor, W. A. Martin, 
W. L. Yowell, J. L. Higgins, Irvin Taylor, G. F. Vest 
and Clovis Taylor. 


RUSSELLVILLE, ARK.—The Roys Hardware & Imple- 
ment Company has disposed of its hardware department 
to Hill Bros. & McNutt. The new owners request cata- 
logs on bathroom fixtures, bicycles, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, 
churns, crockery and glass, cutlery, dog collars, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline en- 
gines, heating stoves, home barbers’ supplies, mechanics’ 
tools, plumbing department, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, 
tin shop, toys, games and washing machines. 

La Habra, CAL.—The Johnson Hardware Company is 
purchaser of the stock of J. G. Sargent. 


METTER, GA.—The Minter-Smith Hardware Company 
has commenced business here, and will deal in the fol- 
lowing: Automobile accessories, baseball goods, belting 
and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, crockery and 
glass, cutlery, dairy supplies, dog collars, dynamite, fish- 
ing tackle, furniture department, galvanized and tin 
sheets, hammocks, harness, heating stoves, heavy farm 
implements, heavy hardware, iron beds, kitchen cabi- 
nets, kitchen housefurnishings, lime and cement, lino- 
leum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, wagons, buggies and washing machines. 

EMMETT, IDAHO—The White-O’Bryon Hardware Com- 
pany, Inc., Ltd., has commenced business in the Masonic 
Building, carrying a line of hardware and implements. 
Catalogs are requested on builders’ hardware, pumps, 
churns, cream separators, cutlery, dairy supplies, elec- 
tric goods, electric washing machines, hand washers, 
fishing tackle, shelf hardware, paints, oils, glass, gal- 
vanized and tin sheets, heavy farm implements, bicycles 
and harness. 

CRESTON, IowA—Treanor & Girard have dissolved 
partnership. A.J. Girard will continue the business un- 
der his own name, and requests catalogs on a general 
line of hardware and woven wire fencing. 


ZEARING, IowA—Joseph Johnson & Son have erected 
a building adjoining their present store, which will be 
used to house a stock of harness. 

FARIBAULT, MINN.—The Nichols Implement Company 
has started in business here. Catalogs requested. 

LAKE ParRK, MINN.—J. C. Nannestad has sold his in- 
terest in P. H. Hanson & Co. to Carl T. Strand and 
N. F. Frick. Strand & Frick will be the new firm name. 

New MunicH, MINN.—B. J. Uphoff is purchaser of 
the Link & Dupuis stock. 


St. Leo, MInN.—The A. J. Rader Company has been 
incorporated with a capital stock of $50,000 to deal in 
automobile accessories, belting and packing, builders’ 
hardware, building paper, cream separators, electrical 
fiousehold specialties, furnaces, furniture department, 
gasoline engines, heavy farm implements, heavy hard- 
ware, lime and cement, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing depart- 
ment, pumps, ranges and cook stoves, sewing machines, 
shelf hardware, wagons, buggies and washing machines. 
The incorporators are A. J. Rader, E. R. Kolb and O. V. 
Kolb. Catalogs requested. 

KIRKSVILLE, Mo.—The Derfler hardware stock is now 
ue by the Clark Hardware Company, 117 Elson 

reet. 


SLATER, Mo.—Hill Bros. have bought the hardware 
and furniture stock of A. D. Baker, and consolidated 
it with their own. They are remodeling their store 
building, which will give more space, and the present 
stock will be enlarged. 


RITCHIE, Mo.—Arthur Largen has taken over the 
stock of the Ritchie Hardware & Lumber Company. 


EKALAKA, Mont.—The Ben Davis Cash Hardware 
stock has been bought by the Ekalaka Cash Hardware. 


Vavier, Mont.—C. P. Fuller has purchased an inter- 
est in the hardware business of W. D. Emery, and the 
name of the concern has been changed to the Emery- 
Fuller Hardware Company. Catalogs are requested on 
automobile accessories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glass, cutlery, 
dairy supplies, dog collars, electrical household special- 
ties, fishing tackle, furnaces, furniture department, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, heating stoves, heavy hardware, kitchen cabinets, 
kitchen housefurnishings, linoleum lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods, tin shop, toys, games, wagons, 
buggies and washing machines. 

OGDENSBURG, N. Y.— The W. D. Britton Hardware 
Company has dissolved. 

GEARY, OKLA.—The Marriott-Griffin Hardware Com- 
pany has changed its name to the Milligan-Griffin Hard- 
ware Company. 


MUSKOGEE, OKLA.—The Warner-Jones-Webb Hard- 
ware Company is purchaser of Merchants Hardware 
Company stock at 410 Broadway. 

PERRYDALE, ORE.—The Perrydale Hardware & Imple- 
ment Company has bought the P. Hebding Stock. 

CLAIRE City, S. D.—Joseph Frinck has sold his stock 
to the Olson Hardware Company, which requests cata- 
logs on builders’ hardware, etc. 


RUTLAND, S. D.—Groff Bros. have purchased the im- 
plement stock of C. F. Groff. 


DANDRIDGE, TENN.—The Swan & Chambers stock has 
been sold to the Charles Denton Hardware. 


PRINCETON, W. VA.—The Tomchin Hardware Com- 
pany has established itself in business here. A com- 
plete stock of hardware will be carried. 

SUMMERSVILLE, W. VAa.—Cecil W. Alderson has suc- 
ceeded to the business of his father George H. Alderson, 
who has now retired. He requests catalogs on the fol- 
lowing: Automobile accessories, baseball goods, buggy 
whips. builders’ hardware, building paper, churns, cut- 
lery, dog collars, dynamite, fishing tackle, galvanized 
and tin sheets, harness, heating stoves, heavy farm im- 
plements, heavy hardware, kitchen housefurnishings, 
lime and cement, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, prepared roofing, 
ranges and cook stoves, shelf hardware, silverware, 
sporting goods, wagons, buggies and washing machines. 

GRANGER, WASH.—Dyer & Botsford have commenced 
business here, dealing in hardware, implements, furni- 
ture, etc. Catalogs requested. 

WAVERLY, WASH.—Peter H. Peters has opened a store 
here, carrying a stock of automobile accessories, build- 
ers’ hardware, electrical household specialties, washing 
machines, etc. 

LAKE GENEVA, Wis.—F. S. Moore, who has conducted 
a hardware business here for the past 50 years has sold 
his stock. The F. S. Moore Hardware Company is the 
purchaser, and catalogs are requested on baseball goods, 
bicycles, builders’ hardware, building paper, children’s 
vehicles, churns, cutlery, dairy supplies, dog collars, 
fishing tackle, furnaces, galvanized and tin sheets, ham- 
mocks, heating stoves, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, 
tin shop and washing machines. 

MARATHON, Wis.—The Lemmer Hardware Company 
have erected a building 50 x 100 ft. 

SuPERIOR, Wis.—Joseph Kreiziger has sold his inter- 
est in the Superior Hardware Company to T. J. Solon 
and Roy K. Salter. The firm’s business is both whole- 
sale and retail. 

ToMAH, Wis.—Herman Storkel has bought the bal- 
ance of the stock and fixtures of the Tomah Hardware 
Company. 
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